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Act now to profit later 


VERY risk on your books that lacks sprinkler equipment is wide open to competition. In- 

stalling sprinklers out of savings in premiums is the wedge which has pried away business from 
many an agent who thought he had it sewed up for good. Somebody, sometime, is going to offer 
this proposition to your unprotected fire-risks. 











Chere is only cne way to lock out competitors. Sell the idea yourself. Prove that you put the 
client’s interests ahead of anything else. It will give you a grip on the business that no one can 
loosen. And it’s common experience to have the reduction in fire-premiums more than made up by 
increases in Liability, Use and Occupancy and allied lines. 


Grinnell will back you up 


You probably know the workings of this sprink- Grinnell Company is known the country over 
lers-for-premiums plan. How the rate-reductions as the leading manufacturer of sprinkler equip- 
which go in effect when sprinklers are installed ment. Its financial standing is the highest. It 
generally write off all costs within five or six years. takes full responsibility for both ends of job— 
3 : financing and installation. It does not farm out 
the work to local contractors. Dependable sprink- 
lers and sound financing are certainties when 
Grinnell is called in. 


Usually the insured does not have to put up an 
extra cent of capital. It’s plain why an owner 
feels friendly to the man who proposes it. 

Read 
several 


But you want to be sure that he has no grounds " 


yw this sprinklers-for-premiums has helped 


sig agents get anead. Send for the free 
financed. Advise him to have the whole job booklet “Sprinklers and the Local Agent.” Ad- 
handled by the company with the largest experi- dress, Grinnell Company, Inc., 256 W. Exchange 
ence in financing and installing sprinklers. St., Providence, R. I. 
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for complaint in the installation or the way it is 
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Cut this out and mail at once 


Important Facts for Agents 
to Consider 


1. Grinnell ( ompany is not affiliated in any my with : 

d { e - 99 
any insurance office. Local agents may, therefore, freely «‘The Local Agent and Automatic Sprinklers 
come to us with any case and be sure that our cooperati 
will help them hold their lines intact A complete, authoritative booklet sent free on request. 


Grinnell service in engineering and installation is 
national. so that local agents get clo personal contact * 
ae ae “ a oe ‘ Name 


with our representatives in all principal cities. 
3. The reputation of The Grinnell System is onan Address 
tioned. Local agents may, therefore, urge sprinkler 
installation in the knowledge that pe rform ince will match 


their promises. 


}. Grinnell handles the whole undertaking—financing, Grinnell Co., Inc., 256 W. Exchange St., Providence, R. I. 
estimating, engineering and installation 


GRIN 


AUTOMATIC SPRINKLER SYSTEM 
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Advancement 
Independence 


More $$ $$$ 


Desirable agency connections and territory now 


available in ILLINOIS, OHIO and PENNSYLVANIA 


Salary—Commission—Office 


If your references and general qualifications are 
satisfactory. 








Write or wire address and territory desired. 


Replies strictly confidential. 








WILLIAM A. WATTS, President 


F, A. FERGUSON 
Agency Vice-President 


MERCHANTS LIFE INSURANCE COMPANY 


Des Moines, lowa 
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INCREASES EXECUTIVE 
ORGANIZATION 


Reliance Life Insurance Company Ap- 
points Three New Vice-Presidents 


RAPIDLY GROWING BUSINESS IS 
REASON 


E. G. McCormack, O. M. Eakins and L. P. 
Gregory Win Promotions—Two New 
Junior Officers 
Announcement has been made by the Reliance 
Life Insurance Company of Pittsburgh of the 
establishment of three additional vice-presiden- 
ces involving the promotion of E. G. McCor- 
mack, previously the general manager of the 
company; O. M. Eakins, M. D., formerly med- 
ical director, and L. P. Gregory advanced from 
the position of assistant secretary in charge of 
the company’s accident and health department. 
The announcement further stated that James 
H. Layton, previously auditor of agency ac- 
counts, has been advanced to a newly created 
assistant secretaryship of the company, and 
William F. Aull was likewise named for a new 

assistant treasurership. 

For thirteen years Edward G. McCormack 
has held the position of general manager of the 
Reliance Life. Born in Nelson county, Ken- 
tucky, on September 14, 1867, he received a 
public school education and began his business 
career as a druggist in Bowling Green. Enter- 
ing insurance underwriting with an [astern 
company in its local office he was successively 
appointed instructor of agents and agency 
director of that company at Evansville, Ind. 
In 1908 came his appointment as supervisor of 
the Reliance Life in its Kentucky and South- 
ern Indiana departments, with headquarters in 
Louisville. Directly thereafter his rise to the 
position of assistant general manager at the 
home office followed. Later, he was appointed 
superintendent of agencies, with headquarters 
at St. Louis in charge of field organization in 
the Middle West territory and, during Sep- 
tember, 1912, his appointment as general man- 
ager was effective. 

Dr. Eakins, upon graduating from Harvard 
and the College of Physicians, Columbia Uni- 
versity, began his medical career in the United 
States Navy and subsequently served in India 
as assistant medical director of a New York 
Insurance company with international operat 
ing scope. Coming to the Reliance Life in 
1908 his tenure in charge of the company’s med- 
ical department has been a notable one and such 
as has placed him among the country’s fore- 
most medical executives. 

L. P. Gregory was born in Albion, N. Y., 

(Concluded on page 9) 
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E. U. A. FORMED 


Companies Agree on New Organiza- 
tion at Last Moment 
SUCCESS SEEMS ASSURED 
Compromise Wins Enthusiastic Approval 
—Over 90 Per Cent of Premiums Rep- 
resented at Meeting—Other Com- 
panies Expected to Follow 
The Eastern Underwriters Association, 
which will have jurisdiction over fire insurance 
matters in the New England States, New 
York and the Middle Department, was for- 
mally launched last Thursday—and it can 
truthfully be said that it was enthusiastically 
and joyously launched. It indeed the 
silver lining of the dark cloud which hung over 
so many former meetings. Over 90 per cent 
of the fire premium writings are represented 
At the 


close of the meeting the following statement 


was 


in the membership of the organization. 


was issued: 


A meeting was held October 14 of companies 
which have been interested in organizing the 
Eastern Underwriters Association in the rooms 
of the New York Board of Fire Underwriters, 
85 John street, New York city. There were 
represented on the floor or by signatures com- 
panies transacting over 90 per cent of the busi- 
ness in the North Eastern States, that is New 
York, New England and Middle Department 
territory. After the meeting the following 
statement was issued: 

The committee on organization which has 
been laboring for many months to construct a 
platform on which the various interests could 
enthusiastically and harmoniously unite, pre- 
sented a report which was fully explained by 
the chairman and thereafter adopted without 
dissenting vote, therefore declaring the new or- 
ganization to be existent. The following of- 
ficers were thereupon elected : 

R. M. Bissel, president of the Hartford Fire 
Insurance Company, president. 

Edward Milligan, president of the Phoenix 
of Hartford, vice-president. 

Paul L. Haid, president of the America Fore 
Group, vice-president. 

The remainder of the executive staff will be 
elected at the subsequent meeting. 

Among the companies which voted to approve 
the report of the committee and which are 
therefore members of the new organization are 
the Attna Group, American of Newark Group, 
America Fore Companies, the Crum & Forster 
Group, the Firemens of Newark group, the Fire 
Association group, the Firemans Fund group, 
the Commercial Union group, the Frelinghuy- 
sen group, the Globe & Rutgers group, the 
Great American group, the Hartford group, the 
Home group, the Insurance Company of North 
America group, the National Insurance Com- 
pany of Hartford group, the National Liberty 
group, the North British & Mercantile group, 
the Phoenix of Hartford group, the Royal 
insurance group, and a number of the 


(Concluded on page 12) 
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SITUATION A MENACE 
Power Under Massachusetts Com- 
pulsory Law May Extend 


UNDERLYING PRINCIPLE IS BAD 


Possibility of Monopolistic Compensation 
Fund Looms in Offing 

Boston, Mass., October 17.—Agents 
brokers in those States which have a leaning 
toward the establishment of a State insurance 
fund will do well to watch the troubles that 
are fast piling up in Massachusetts under the 
new compulsory automobile liability act and be- 
gin at once to see to it that an entering wedge 
is not inserted in their legislatures through the 
enactment of a law similar to that which will 
become effective in this State the first of next 
January. 

For the first time in any State, the power has 
been placed in the hands of the Commissioner, 
not only to make rates, but at the same time 
to regulate in connection therewith the aggre- 
gate expenses of the insurance companies trans- 
acting the business. This entire proceeding is 
revolutionary to the insurance business, and will 
be far-reaching in its consequences. 


and 


The attempts made in the past, and now be- 
ing made here in Massachusetts, to have work- 
men’s compensation insurance transacted 
through the medium of a State fund, in the 
opinion of many of the best informed insurance 
men of the State, will take on added force and 
strength by reason of the enactment of the 
compulsory automobile liability act, and it is 
quite possible and probable that the proponents 
of the State Fund idea for each of these classes 
of insurance wiil join forces, and each assist 
the other in bringing about the-accomplishment 
of their desires. 

Insofar as the working man is concerned 
there is a very close relation between the com- 
pulsory automobile liability act and the work- 
men’s compensation act, in the respect that one 
law will, in a great majority of cases of work- 
ingmen who are owners of cars, add to the ex- 
pense of operating the car, while in the other in- 
stance the working man is seeking increased 
compensation in case of injury, or disability, 
and believes, according to statements made by 
the heads of some labor unions, that his bene- 
fits can be increased if workingmen’s com- 
pensation insurance in Massachusetts is trans- 
acted through the medium of a compulsory 
State fund. As time goes on, it is believed that 
this close relationship will be brought home to 
the workingman and the union heads and, in 
addition, they will be joined by other citizens 
who desire still lower automobile rates. 

(Concluded on page 17) 
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VERY once in a while there bobs up the 
claim that insurance is about the 


thing that has not advanced in price since the 


World War. M. W. Van Auken, general 
counsel to the Commercial Travelers Mutual 
Accident Association, of Utica, N. Y., writing 
for the Utica, house organ of the company, 
asks: 
any article of commerce or 
anything that is bought and sold, except insur- 
ance, which has not increased in price in the 
last 43 years, or even in the last 10 years? 
* Ox 
NE is tempted to ask Mr. Van Auken, in 
return, “Can anyone name any commod- 
ity or any article of commerce or merchandise 
or anything that is bought and sold, except in- 
surance, the price of which has not been af- 
fected by labor costs?” 


JINCENT COFFIN, who is taking the 

place of Griffin Lovelace as instructor in 
the life insurance course at New York Uni- 
versity, was one of the speakers at the dinner 
meeting last week of the Life Underwriters 
Association of New York. He congratulated 
the Association on the attendance, the while re- 
marking that it would be impossible in many 
other cities. -During the past few 
Association has enjoyed remarkable success in 


years the 
its monthly dinner meeting, averaging from 
500 to 750 persons in attendance every month. 
The friendliness of the meetings as they were 
in the Arkwright Club has suffered somewhat 
from the corpulence of the attendance but there 
is no doubt but that the present crowd is more 
representative of New York life 
agents as a whole. 


insurance 


* * 


HAVE never been able to understand fully 

the reasons for the sudden growth of the 
association. The meetings which I first at- 
tended were fully as interesting as the present 
ones, but there were rarely more than 150 mem- 
bers True there was considerable 
more business and some less speech making in 


Perhps the 


present. 


the curr‘culum of those meetings. 
average life agent is not interested in the as- 
sociation educational institution 
from which they may monthly derive a certain 
Certainly the monthly 


except as an 


amount of inspiration. 
dinner meetings of the association have been 
excellently planned from that viewpoint. The 
best inspirational orators of the life insurance 
world have appeared at one or another of the 
Hotel Astor meetings. Dr. Griffin M. 
lace, third vice-president of the New York Life 


Love- 


Insurance Company, has always been the best 
drawing card the association has had. The 
announcement that he will speak invariably adds 
from 100 to 200 men and women to the atten- 
dance. Women are very much in evidence at 


the meetings nowadays. 


only 


“Can anyone name any commodity or 
merchandise or 
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“SMOKE” 








L. KIDDER, secretary of the Norwich 
H. Union Indemnity Company, is back on 
the job after his experience with pneumonia as 
a foe. He made a rapid and sound recover) 
and és receiving the congratulations of h*s many 


iriends on his return to health. 


NE of those who have been putting in a 

lot of time and effort getting ready for the 
Insurance Advertising Conference meeting at 
Detroit is my friend “Les” Tillinghast, adver- 
tising manager of the Great American Indem- 
nity Company. “Les” has his hands full with 
the work of helping to popularize the new or- 
eanization but that doesn’t prevent him from 
“carrying on’ otherwise and even, I’m told, 
managing to wield a tennis racquet now and 
then. He’s chairman of the casualty group 
session at Detroit. 


\gieinamben to my own last for a change, | 
\J read with much interest the article in last 
week’s issue of this paper wherein Dr. Fred- 
erick L. Hoffman, of the Prudential, advocated 
liberality in the handling of aviation risks. 
Personally, I have never understood the ap 
parent difficulties both tife and casualty com 
panies have had with this business. When 
properly handled, and when risks are written 
only on such air lines as have good planes and 
equipment, adequate and efficient inspection ser- 
vice, frequent replacement and whose routes lic 
over non-mountainous country, I can see no 
trouble ahead. Having spent well over two 
vears at the flying game as instructor, stunt 
teacher, “ferry” pilot and pilot of a singie 
seated fighting plane, the S. E. 5a type, I can 
truthfully say that I have never seen an aero- 
plane accident that could not have been pre- 
vented, This does not apply to accidents that 
occurred after a plane had been “shot up,” but 
it does apply to all others. While teaching 
stunt flying at an aerodrome where little else 
machines flying 


was done, and where 


around as part of the job for a good many 


were 


hours each day, I can remember but few “wash- 
outs. ’’ Most of the serious accidents occurred 
during the training of green men, when re- 
placement of equipment was somewhat d‘fficult, 
where inspections were not as efficiently carried 
out as at the stunting school, and when the ter- 
rain below was rough, made “bumpy” flying and 
offered few smooth places for forced landings.’ 
Properly underwritten, aviation risks, in my 
opinion, are no more hazardous than motorists. 
It is simply a question of getting the under- 
writer who knows his work along this line and 
making both the insurance companies and the 
public much more familiar with air travel than 
is now the case. 





O* the way home from a party many - 
rash act has been committed. Mrs. Bei. 
sie Mann of Umpty-Umpty street, New York. 
indulged in one last week. So original was 
that she wins my much sought-after weekly 
prize of a Coca Cola at Liggett’s. , 

It was a dark and dreary night along Nint} 
avenue—especially dark to the lady after the 
bright lights at the party she had just left 
Reaching Forty-Fourth street, Mrs. Mann ap- 
parently began to think of hold-up men anq 
in each dark hallway something or other seemed 
to be lurking. Oh, if she only had an escort, 
some big, strong, he-man’s arm to cling to and 
to protect her! The more she thought about 
her sorry plight, the more she wanted a man— 
no, several men—to procect her! Then that 
much huzzahed “a woman’s inspiration” took 
her right over to a fire alarm. She rang it, 
A fireman on a dark and dreary night was 
surely the K. O.! 

Shortly, a hook and ladder clanged up and 
to the first fireman who jumped down, she is re- 
ported to have said: “I am Mrs. Mann, thirty- 
five years old, and live on Umpty-Umpty street, 
this village. Kindly take the lady’s arm and 
we will walk down the avenue together.” 

The lady didn’t even have to walk after that: 
she got a buggy ride to court, where the next 
day the magistrate told her to leave the firemen 
in their bunks unless she began to burn up. 
Then the lady walked home in broad daylight. 

TILL radio apparatus be used in the future 
to extinguish fires? I read where a 
man in San Francisco put out a flame twelve 
niles away in Berkeley by broadcasting a shrill 
note. 
ack OX 

YOR the marine insurance agent, here’s an 
Ships can be guided by means of 
a new wireless device through thick fogs with- 
out danger of their hitting submerged rocks 


item: 


off the course. 
+ <& 

I HAVE just read an interesting article by 

Fred Kelly in the Nation’s Business for 
October. Think back over the salesmen you 
have had or know and see if you don’t agree 
with me that the following is pretty true: “Men 
who have taken courses i law, medicine, jour- 
nalism or engineering seem to be especially im- 
permanent when at any other line of work. 
They look on any other kind of job as tempo- 
rary.” Also: ‘Experience proved that it is 
unwise in selecting an important employee to 
hunt up a promising fellow and offer him the 
job. * * The man who comes seeking a 
job is compelled to show why he should be 
hired.” 

* * * 

O* all the countries in this round world, 

Canada gets the pointed finger for having 
the greatest number of fire losses, 85 per cent 
of which are preventable. 
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EASTERN UNDERWRITERS 
ASSOCIATION 
ONTRARY to 
prognostications, the formation of 
.\ssociation 


TEE 


most journalistic 


the Eastern Underwriters 
was successfully concluded last week. 
Over ninety per cent of the premium in- 
come in the territory to be covered was 
represented and there seems to be reason 
for assumption that this percentage will 
increase within a short time. Its organi- 
zation was impeded by considerable jock- 
eying for position on the part of a num- 
ber of companies and their executives. 
Just when it seemed that all must end 
in an impasse the bubbles of objection 
became overstrained and burst with a 
loud and, according to authority, joyous 
bang. Enthusiasm, so ’tis said, assumed 
a rampant attitude, and the outlook for 
a strong and powerful association seems 
excellent. Indeed, so pleased are many 
of the executives that it has been pre- 
dicted that the new association will be 
the forerunner of a nationwide organi- 
zation which will replace the present ter- 
ritorial governing bodies. Be that as it 
may, the companies are much to be con- 
gratulated upon the promised success of 
the new venture. Replacing the old and 
decrepit Eastern Union, the new body 
puts behind it threats of serious rate and 
commission wars which would have been 
very detrimental to the business and must 
have reacted unfavorably upon the gen- 
eral public. The rates at present are, if 
anything, too low, and a rate war would 


be nothing short of disastrous. The busi- 








ness cannot afford it, nor, if they under- 
stood the situation, would the public stand 
for it. The Eastern Union had been 
slowly losing influence for some years 
until it no longer commanded the neces- 
sary respect in any quarter except as a 
social organization. ‘There are many who 
will regret its passing, chiefly on account 


All of 


the old members will be in the new body 


of old associations and memories. 
and many more beside. It will in fact be 
a revitalized Eastern Union. 

The great opportunity for this new as- 
sociation lies in directing the fire insur- 
ance business in channels which are in 
the public good. So long as it adheres 
strictly to such a policy no company can 
possibly afford to be without its fold, nor 
can it then be criticized in departmental 
or other public circles. To do so requires 
care and sound judgment on the part of 
its leaders. If the Association becomes 
subservient to private motives, the inter- 
nal bickering will be renewed and, further- 
more, the Association will open itself to 
those critics who are ever on the alert to 
find fault with the insurance business in 
any of its branches. 

The progress of the Eastern Under- 
writers Association will be watched with 
‘at interest in many quarters. 

While no official statement was forth- 
coming on the commission question, it is 


OTE€ 
pe 


said that the basis will be as follows: .\ 
choice of 20 per cent flat commission or 
the graded scale of 15 and 25 per cent 
commission is offered agents representing 
only 


only association companies, while } 
the 15 and 25 per cent graded scale can 
he secured by the mixed agencies having 
non-association compa- 


association and 


nies. 


IWHERE FIRE INSURANCE DIVIDENDS 
COME FROM 

T is a regrettable fact that a 

| many people, including numerous able 


great 


and intelligent business men, hold the 
opinion that because fire insurance com- 
panies are able to pay fair dividends to 
their stockholders, the business of fire 
underwriting is a profitable one and 
premium rates should be reduced. Never- 
theless, in recent years it has too often 
heen the case that the underwriting trans- 
actions of the fire insurance companies as 
shown losses. The accom- 
demonstrates that the divi- 


a whole have 
panying table 


dends paid by the principal companies are 


5 





much exceeded by their investment earn- 


ings, and that, in the aggregate, for the 
‘78 millionaire companies listed, the 


stockholders contributed to surplus about 
28 per cent of the total amount paid as 
dividends during the last ten years. 
Investment earnings plus contributions 
ol stockholders in that period exceeded 
the dividend disbursements of the 178 
leading American fire insurance compa- 
nies by over $245,000,000. The average 
yield upon the investment of stockhold- 
crs in these companies probably does not 
exceed seven per cent, which rate is fre- 
quently paid by a thoroughly safe busi- 
ness or investment, whereas the fire in- 
surance business is one involving unusual 
hazards, which has been proved by such 
San Fran- 
cisco, Chicago, Boston and Baltimore. 
Of the 178 companies whose records 
are tabulated, but three paid dividends in 
excess of their investment earnings and 
stockholders’ contributions, and in two of 


conflagrations as those at 


these cases the excess was occasioned in 
part by stock dividends, the money thus 
being retained by the company for the 
protection of its policyholders. 

The investment earnings of 178 mil- 
lionaire fire insurance companies of the 
United States during the last decade as 
shown in the table aggregated $443,854,- 
905, while the stockholders received as 
dividends $274,911,659; but during the 
same time the stockholders contributed in 
some way the sum of $76,341,177 to sur- 
plus, so that the investment earnings and 
surplus contributions exceeded dividends 
by $245,284,423, which sum represents 
the addition to funds for protection of pol- 
icyholders beyond any possible net under- 
writing earnings during the decade. The 
general apportionment of the investment 
earnings and surplus contributions is 
graphically portrayed in the accompany- 
ing diagram. 

The interesting tabulation herewith 
shows that only a few of the great fire in- 
listed 
upon their underwriting profits or upon 
previously accumulated surplus funds to 
pay dividends during the last decade, and 
it should also be remembered that some 
of the dividends declared merely repre- 
sent transfers from surplus to capital 


surance institutions have drawn 


account, so that the money was not dis- 
bursed, but actually remains in the hands 
of the companies. 
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J. V. E. WESTFALL RESIGNS 
Vice-President of Equitable Life to Go to 
Berlin for Haskins & Sells 

Dr. John V. E. Westfall, vice-president of 
the Equitable Life Assurance Society of the 
United States, New York, has resigned from 
that company to return to the firm of Haskins 
& Sells, accountants, whom he left in 1907 to 
join the Equitable Life. Dr. Westfall’s duties 
as serving vice-president were on the account- 
ing and investment side of the business. With 
the omission of Dr. Westfall, the list of of- 
ficers of the Equitable Life as shown in The 
Insurance Year Book is as follows: 

W. A. Day, president; Thomas I. Parkinson, 
Frank H. Davis, vice-president; Wm. Alexan 
der, secretary; Leon O. Fisher, Wm. E. Tay- 
lor, Wm. J. Graham, John A. Stevenson, sec 
ond vice-president; Robert Henderson, second 
vice-president and actuary; Ray D. Murphy, 
second vice-president and associate actuary; 
Henry Boyd, manager, Mortgage Loan and 
Real Estate Department; Meredith C. Laffey, 
treasurer. T. H. Rockwell, medical director: 
Walter H. Jones, auditor. 

Dr. Westfall, who will take charge of the 
European organization of Haskins & Sells, with 
headquarters in Berlin, is peculiarly well fitted 
for this work by virtue of his long residence 
in Germany. Following his graduation from 
Cornell University, Mr. Westfall studied at 
the universities of Goetten and Leipzig, receiv- 
ing his Doctorate in Philosophy from the lat- 
ter university in 1898. Returning to America, 
Dr. Westfall became affiliated with Haskins 
& Sells, where his statistical talent attracted 
the attention of the Equitable Life and he was 
called there to engage in life insurance research 
work. His progress in this company was rapid 
and in 1922 he was elevated to the vice-presi- 
dency. 

The appointment of Dr. Westfall is a further 
indication of the greatly increasing demand in 
Germany for the services of certified public 
accountants since American capital has become 
interested in Germany industrial development. 
Haskins & Sells have been making steady prog- 
ress in the development of their European prac- 
tice since the establishment of their London 
office in I9oT. 

Gain and Loss Exhibit—1926 Edition 

A valuable leaflet showing the various items 
of the Gain and Loss Exhibit as supplied by 
two hundred and twenty-six life insurance 
companies to the insurance departments of a 
number of States, has heen issued by The 
Spectator Company. Appropriate ratios are 
given and a series of comparative tables show 
the ratios for the ten years ending with Decem- 
ber 31, 1025. 

This presentation of the Gain and Loss Ex- 
hibit is submitted to the insurance fraternity 
as the clearest and most convenient compilation 
on the subject, and from it may be gathered 
much valuable and instructive information re 
garding the various companies. 

This compilation is the best one which deals 
with this important exhibit. Its prices are: 
Single copy, 25 cents; 100 copies, $8; 509 
copies, $35; 1000 copies, $60. 
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JUDEA LIFE FORMED . Insurance Company of Palestine permits the 

New York Company to Be Owned by Zion- dividends of the domestic company to be trans. 
ist Organization mitted to the company in Palestine. ‘Lhe ip. 


The Judea Life Insurance Company was vestments of the Palestine company are made 
formed in the State of New York last week. principally to build up the Jewish homeland 
The headquarters of the company will be in An interesting fact of the Palestine Company 
Manhattan and the stock of the new company is that Arabs and other non-Jewish, people oe 


will be owned by the Judea Insurance Com- patronizing the company in large numbers, 

pany, Ltd., of Palestine, which is in turn owned The incorporators of the domestic company 
by the Judea Industrial Corporation, a Zionist are: Max Fanwick, Leopold Keliieens: 
institution. Morris Gerst, Jacob Ish-Kishor, Sol Fried. 


All of the incorporators of the Judea Life land, Nathan Valk, Moses  Lithvin, Simon 
Insurance Company are interested in the up- Funchsman, David Podolsky, Max Weinerman 
building of Palestine. The ownership of the Louis Hockberg, Samuel Mason, Theodore R 
stock of the domestic company by the Judea  Racoosin and Jacob S. Strahl. 








ITS AIMS 


HE aims of life insurance are high, and 
the things it teaches are practical, but 
the life insurance salesman who possesses 
a good knowledge of his subject, but ts 
minus the quality of persistency, ts caged 
in and 1s not a liberal distributor of a most 


comforting message. 


INISH the job. When the hankering 

comes for success, remember that ts 
what you saw with your mind’s eye the day 
you signed up. If you have been preparing 
all this time for a ten strike, there ts no 
power on earth that can stop you from mak- 
ing the grade 1f you are sufficiently ener- 


getic and do not lack in persistency. 


ms ‘The Prudential 
mitinat SS Insurance Company of America 


HAS TNE 
STRENCTH OF 


CHBRALTAR.” Epwarp D. DUvuFFIELD, President 
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LUNCHEON CELEBRATES 
ANNIVERSARY 


President E. D. Duffield Entertains at 
Neighborly Function 


PRUDENTIAL FIFTY-ONE YEARS OLD 


List of Guests Includes Insurance Officials, 
Actuaries and !mportant Business 
Men of Newark and Jersey 
The fifty-first anniversary of the Prudential 
Insurance Company of America was observed 
informally on Wednesday of last week by a 
neighborhood luncheon at which President 
Edward D. Duffield was host. The luncheon 
was served in the home office of the company. 
The list of guests included many well-known 
insurance men of Newark and elsewhere as 
well as many of the most important business 
and professional men of Newark and _ other 

parts of New Jersey. 

The affair was entirely informal and there 
were no speeches of any kind. It was chiefly 
notable because of the opportunity it afforded 
to many executives, both of insurance compa- 
nies and other institutions, to become acquainted 
or to renew old acquaintances. 

Following is a partial list of guests who at- 
tended the fifty-first anniversary reception of 
the Prudential : 

Chellis A. Austen, president, Seaboard Na- 
tional Bank, York; Allegaert, 
vice-president, Public Service Corporation; J. 
H. Bacheller, president, Ironbound Trust Co.; 
Samuel R. Baker, Samuel W. Baldwin, vice- 
president, Mutual Benefit; Frederick W. Ball, 
Louis Bamberger, Edgar S. Bamberger, Frank 
Bergen, general counsel, Public Service Cor- 
poration; James O. Betelle, president, Chamber 
of Commerce; Prosecutor John O. Bigelow, 
Postmaster Frank J. Bock, John J. Berry, pres- 
ident of the Essex County Tax Board; J. W. 
Rufus Master in Chancery, 


New Edgar 


Besson, special 
Hoboken. 

James A. Coe, Col. Austen Colgate, Morrison 
C. Colyer, Joseph M. Conklin, John F. Conroy, 
Louis H. Cooke, general counsel for the New 
York Life Insurance Company; Superintend- 
ent of Schools David B. Corson, James Cro- 
well, Richard D. Currier, president of the board 
of trustees New Jersey Lew School; Thomas 
M. Cusack, Franklin Conklin, Sr., Franklin 
Conklin, Jr., Howard B. Davis, president of 
the Bloomfield Savings Bank: Louis F. Dodd, 
Paul C. Downing, Henry G. Duffield, treasurer 
of Princeton University: Wayne Dumont, 
master in chancery, Paterson; the Rev. Arthur 
Dumper, Trinity Cathedral; City Clerk Wil- 
liam J, Egan, W. H. Ellis, John Enstice, John 
H, Ely, Wilson C. Ely, Charles L. Farrell, pres- 
ident of the National Newark and Essex 
Banking Co, 


Joseph L. Feibleman, president of the New 
Jersey Association of Real Estate Boards; 
Abram Feist, W. C. Fiedler, John Fischer, 
president of the United States Savings Bank; 
Secretary of State Joseph B. Fitzpatrick, Lloyd 
Garfield Gifford, C. 
A. Gough, deputy Commissioner of the State 


R. Freeman, Surrogate F. 


Department of Banking and Insurance; Horace 
Groel, 
John R. Hardin, president of the Mutual Bene- 
fit Life Insurance Company; J. Hay, 
Walter C. Heath, Ernest J. Heppenheimer, 
president of the Colonial Life Insurance Com- 
pany of America; Frederick Hoadley, secretary, 
Company; Chester R. 
Hoffman, Louis Hood, W. B. 
General W. C. Heppenheimer, 


of New 


C. Grice, Assemblyman Frederick H. 


Lewis 


American Insurance 
Hoag, W. F. 
Harding and 
president, Trust Co. Jersey, Jersey 
City. 

Edward J. Ill, Charles H. Imhoff, A. J. Jen- 
nings, Justice Samuel Kalisch, Louis Kamm, 
John Kay, Frank L. Kramer, Meyer Kussy, 
Harrison P. Lindabury, Bishop Edwin S. Lines, 
Louis Lippman, George W. Loft, Matthias Lud- 
low, Charles M. Lum, Ralph E. Lum, John W. 
Graham B. Austen H. 
McGregor, Spencer S. Marsh, Mayor Charles 
H. Martens, of East Orange; O. H. Merz, W. 


(Concluded on page It) 


Lushear, McGregor, 


GETS NEW HOME 


Acacia Mutual Life Soon to Begin 
Construction of Its Own Buildings 


WILL COST $2,500,000 


Remarkable Growth of Association Neces= 
sitated Larger Quarters to Handle 
Business 

President William 
that work is soon to be started on the first unit 
of the new home-office buildings of the Acacia 
Mutual Life Association in Washington, D. C. 
The entire building program contemplates an 
expenditure of $2,500,000, and the whole project 
is to be completed within the next five years. A 
ten-story fire-proof structure of granite and 
limestone comprises the first unit which will be 
erected at a cost of $1,000,000, under the super- 
vision of Hoggson Bros., architects and build- 
ers, New York. 

Certainly a better site could not have been 
chosen for the Acacia’s group of new home- 
office buildings. It was only after a series of 
negotiations that the board of directors was 
able to secure the property located at the corner 
of First street and New Jersey avenue, North- 
This ground lies virtually within the 


Montgomery announces 


west. 





» 
First UNIT oF 


New AcactA Mutuat Lire Home Orrice BvuILpDINGs 
WasHIncton, D. C. 
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. OUR earning ability may be 100 horse power, yet, you pene 
py may be developing only 20. It may be caused by terri- socal 
torial restriction. A general agent may be taking a large por- the As: 
tion of your earnings. It may rest with the service you provide. on the : 
Perfect Protection is the service designed for the successful sa 
underwriter. It goes where he goes and commands enthusi- No o 
astic approval everywhere, for it appeals to the prospect markab! 
who could not be interested in life insurance alone. It is an mt gee 
adequate service which does not limit either selling ability aden 
or earning power—for, beside Perfect Protection, the Reliance je . 
Agency Contract gives the right of unencumbered commis- + we 
sions and the freedom of Reliance territory. 
In 1925 Need one question the Perfect Protection Man’s enthusiasm 
One Perfect Protection Man paid for $2,821,562. and prosperity ? E 
for over $000,000. Pothier nid far over Perfect Protection Men are not geared to “‘snail pace’ pro- 
in the entire organization of over (630 under gress. Neither is this institution content that its underwriters 
i i A acai oo be other than successful in their profession, representative of 
Reliance Life and responsive to the opportunities it affords. 
If you are further interested in the Perfeé Protestion Man’s prosperity, write for our booklet, “Perfect Protection—How and Why.” 
RELIANCE LIFE INSURANCE CO. of PITTSBURGH » FARMERS BANK BLDG., PITTSBURGH, PA, 
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shadow of the magnificent dome of the United 
States Capitol. 

The plot is particularly desirable because of 
the unusually beautiful surroundings which it 
will have. Congress has already appropriated 
sufficient money for the construction of a park- 
way one hundred and sixty feet wide, extending 
from the Union Station Plaza to the Peace 
Monument in front of the Capitol. The new 
home-office buildings of the Acacia will tare 
this boulevard on the East. Property for the 
enlargement of Capitol Park has also been pur- 
chased by the United States Government imme- 
diately south and east of the site selected by 
the Acacia Mutual Life. It can readily be seen 
that the Acacia home-office buildings will enjoy 
unusually good surroundings. 

The phenomenal growth of the Association, 
particularly during the last twenty years, has 
repeatedly brought to the fore the problem of 
adequate housing facilities for the home office. 
Back in 1893 when William Montgomery, now 
president, was elected secretary, the Association 
occupied two small rooms on the second floor 
of the building located at 419 Eleventh street, 
Northwest. In 1904 the home office was moved 
to larger quarters in the Huyler building, 
corner of Twelfth and F streets, and at that 
time it was thought that this larger space 
would accommodate the Association’s needs for 
many years to come. It was no later than 
three years, however, that the greater volume 
of business required more space, necessitating 
another move to the Bank building on the cor- 
ner of Twelfth and G streets. When, in Io1t, 
the Association again moved to larger quarters 
on the second floor of the new Masonic Temple, 
the officers felt sure that they had secured of- 
fies which could be used for many years hence. 
No one could anticipate at that time the re- 
markable growth of Acacia which forced them 
six years later to transfor the home office to 
the building at 1621 H street, Northwest, wh‘ch 
was purchased by the 
years later, the Association found it necessary 
to build an addition to their property which 


Association. A few 








E. G. McCorMAck 


served them until 1921. In that year the offices 
were moved to the Homer building, where one- 
half of the second floor was rented for a term 
of years. Keeping pace with the increasing 
volume of business, more and more space has 
been taken over in the Homer building, until 
the Association now occupies all of the second 
floor, part of the third, half of the fourth floor, 
and a large part of the basement—in all, ap- 
proximately fifty thousand square feet of space. 

As the volume of business mounted higher 
and higher each year, came the question of a 
suitable site, and since this problem was dis- 
posed of in such a judicious manner, a com- 
prehensive building program was mapped out, 
plans were drawn, and construction work will 
soon be started. The completion of this project 
will give the Acacia Mutual Life a group of 
home-office buildings comparing favorably with 
the beautiful surroundings as well as with the 
heralded beauty of the Capitol City. 


Reliance Life Increases Organization 


(Concluded from page 3) 

attending the Albion High School he later grad- 
uated from Cornell University in the class of 
1901 with an A. B. degree. While in college 
he was a member of the Cornell Glee Club and 
the Sigma Chi Fraternity and after leaving 
college, removed to Kansas City, Mo., where 
he entered the local office of the United States 
Casualty Company of New York. 

While in this connection he investigated per- 
sonal injury claims covered by policies of lia- 
bility insurance. In May cf 1902 he was called 
to the home office of that company and after 
three months of investigating liability claims in 
New York city, was given the position of un- 
derwriter in its accident and health department. 
In 1904 he was made assistant manager of this 
department, which was foilowed by this promo- 
tion to that of adjuster of accident and health 
claims in 1906. 
position until October of 1011 when he came to 


He continued to occupy this 


the Reliance Life as superintendent of its dis- 


ability department. His early experience with 





E.. 'F, 


GREGORY 


the company was devoted to the drafting of 
accident and health policy forms, and the estab- 
lishment of administrative systems and pro- 
cedures incident to the creation of the com- 
pany’s new accident and health department 
launched a few months later. In June of 1924 
he was made assistant secretary of the com- 
pany, which position he has held until his pro- 
motion to the vice-presidency. Mr. Gregory 
is a member of the Pittsburgh Athletic Asso- 
ciation, Field Club, Keystone Athletic Club and 
the Cornell Club of Western Pennsylvania. 
James H. Layton ,born in Blairsville, Pa., 
was educated at Duquesne University in Pitts- 
burgh and in 1905 began his business career 
with the United Engineering Company of Pitts- 
burgh. One year later he came to the Reliance 
Life, serving in a clerical capacity. Work'ng 
through the various departments of the com- 
pany in the home office he was later made tray- 
eling auditor, which advancement soon was fol- 


lowed by his promotion to the position of cash- 


ier. In 1914, upon the creation of the depart- 
ment of agency accounts, Mr. Layton was given 
charge. Since then his functions have been 
devoted almost entirely to sales stimulation. 

William F. Aull attended the Pittsburgh pub- 
lic schools and a local business college. Upon 
graduation in 1904 he took a position with the 
Pennsylvania Railroad in the accounting divi- 
sion of its telegraph department, maintaining 
this connection for six years, in April of 1910, 
he entered the service of the Reliance Life in 
its renewal receipts department and in 1910 
was given the post of assistant in the company’s 
treasury department, which position he has held 
until the present. 

The rapid growth of the company’s outstand- 
ing life insurance, which has been more than 
doubled during the past six years, the trebl.ng 
of its assets during the same period and the 
concurrent enlargement of its home office ad- 
ministrative operatings in the various depart- 
ments located in the Farmers Bank building, 
are the attributable reasons for these develop- 
ments in its executive organization, it was said. 





Dr. O. M. Eaxins 


New Vice-Presidents of The Reliance Life Insurance Company 
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ROCKWELL SCHOOL IN CHICAGO 
Repeat Term at Houston to Follow 

The Chicago term of the Rockwell School 
of Life Insurance, given under the auspices of 
the Chicago Life Underwriters Association, 
opened Monday, October 11, at 832 Hearst 
building, and will close Saturday, December 4. 
This is the fifth term of this school given this 
year, the. previous terms having been at Hous- 
ton, Tex.; Des Moines, Iowa; Washington, D. 
C., and Akron, Ohio, each under the auspices 
of the local association. 

Fourteen companies are represented in the 
class, the majority of which are local students. 
This term will be the only one to be held in 
or near Chicago for at least a year, as other 
cities have already engaged Dr. Rockwell and 
his staff for some time ahead. 

The experiment of a traveling field school 
giving the full university term of nine weeks 
has been most enthusiastically received through- 
out the year and will be continued during 1927 
to meet the many demands from different sec- 
tions for such terms. A repeat term at Hous- 
ton, Texas, beginning February 15, 1927, will 
follow the Chicago sessions. 

Western Life to Go on Stock Basis 

The Western Life Insurance Company of 
Chicago plans to go on a legal reserve and 
stock basis, with $100,000 capital and a like 
amount of surplus. The company has in force 
more than $10,000,000 of insurance and the 
stock will be allotted to the present policyhold- 
ers before any share of it 1s offered to the pub- 
lic. 

A. J. Hereford, who is president of the com- 
pany, says that the change is being made in 
order to permit the licensing of the company 
in other States “without discrimination.” The 
company eliminates the assessment clause from 
all standard policies; every policy will have 
loan, cash surrender and paid-up values. The 
State of Illinois has already granted the com- 
pany permission to organize under a new 
charter. 

John V. Sees has been elected a vice-presi- 
dent and general counsel for the company. 


Hart & Eubank Training School 

Hart & Eubank, who act as general agents 
for the A®tna Life Insurance Company, are 
planning to enlarge and reorganize their train- 
ing school. C. S. Richardson and W. C. 
Cooper will act as heads of the school, succeed- 
ing Raymond G. Gregory, who resigned to be- 
come general agent at Buffalo for the Equitable 
Life of Iowa. Mr. Richardson will oversee the 
inside training branch of the school and Mr. 
Cooper, the production classes. Classroom work 
will be more distinctly separated from the prac- 
tical selling work than heretofore. 


Agency Officers to Meet November 
16 and 17 
The Association of Life Agency Officers 
will hold its annual meeting at the Edgewater 
Beach Hotel, Chicago, Tuesday and Wednes- 
-day, November 16 and 17. 





MOVES THIS WEEK 


American Life Convention Estab- 
lished in St. Louis 


CLARIS ADAMS IN CHARGE 


Thomas W. Blackburn Remains in Omaha 
as Assoicate Counsel—Committee 
Chairmen Named 

The office of the secretary and the headquar- 
ters of the American Life Convention will be 
removed from Omaha to St. Louis this week. 

Monday, October 25, it is expected that the 
offices, suite 612 Shell building, will be fully 
equipped and functioning. 

Mrs. L. F. Peymer, assistant secretary, and 
Ralph H. Kastner of the office force will be on 
duty in St. Louis after the 25th. Claris Adams, 
the new secretary, treasurer, general counsel 
and manager, will be in St. Louis the last of 


this week and will formaily assume charge of 


the office Monday, the 25th. Former Secretary 
Blackburn, who has been functioning under the 
old title since the annual meeting at Detroit, 
will assume the duties of associate counsel and 
will be in St. Louis from time to time, as occa- 
sion may require, but his office and address will 
remain as before in Omaha. Wm..Ross King, 
editor of the Legal Bulletin, does not go to 
St. Louis and will cease to be editor of the 
3ulletin. 

The new offices in the Shell building are well 
iocated, well equipped and contain: an abund- 
ance of space for the headquarters of the con- 
vention and of the American Service Bureau. 

Fisher Simmons, vice-president of the Amer- 
ican Service Bureau, expects to have his equip- 
ment and office force on the job by the last of 
the week and Mr. Simmons himself will con- 
tinue in the management of the American Ser- 
vice Bureau until the first of January, when he 
retires. 

President Herbert M. Woollen has announced 
the personnel of the standing and special com- 
mittees of the convention. A list of the com- 
mittees and chairmen foliows: 

Agents and agencies, James A. McPoy; pres- 
ident, Central States Life, St. Mo., 
Blanks, Franklin B. Mead, vice-president, Lin- 
coln National Life, Ft. Wayne, Ind.; Creden- 
tials; S. B. Bradford, Central Life of Illinois, 
Chicago; departmental supervision, Frank P. 
Manly, president, Indianapolis Life, Indianap- 
clis, Ind.; finance, Robert Lay, vice-president, 
National Life of U. S. A., Chicago; grievances, 
E. E. Sallee; bank savings life, Topeka; in- 
vestments, C. F. Williams, president, Western 
and Southern Life, Cincinnati; medical exam- 
inations, S. DeZell Hawley, Atlas Life, Tulsa, 
Okla.; membership, H. G. Scott, vice-president, 
Reliance Life, Pittsburgh; miscellaneous, T. L. 
3rown, Rockford Life, Rockford, Ill.; annual 
meeting, W. W. Moore, Inter-Southern Life, 
Louisville, Ky.; publicity, Claris Adams, secre- 
tary, American Life Convention, St. Louis; 
resolutions, A. C. Bigger; American Life Re- 
insurance, Dallas; uniform laws, Guilford A. 
Deitch, Reserve Loan Life, Indianapolis, Ind.; 


Louis, 


Io 


NEW LIFE WRITINGS INCREASE 
Life President’s Report Show Gain of 7,4 
Per Cent for First Nine Months 
Writings of new life insurance by United 
States companies were 7.6 per cent greater dur- 
ing the first three-quarters of this year than 
during the corresponding period of 1925. The 
increase for September likewise was 7.6 per 
cent. These facts are revealed by a statement 
forwarded by the Association of Life Insur. 
ance Presidents to the United States Depart. 
ment of Commerce for official use. The com. 
pilation aggregates the new business records— 
exclusive of revivals, increases and dividend 
additions—of 45 member companies, which haye 
81 per cent of the total volume of life insur. 
ance outstanding in all United States legal re. 

serve companies. 

For the nine-months’ period, the total new 
business of all classes written by the 45 com- 
panies was $8,244,000,000, against $7,664,000, 
000 during the same period of 1925—an increase 
of 7.6 per cent. New ordinary insurance 
amounted to $5,743,000,000, against $5,474,000; 
ooo—a gain of 4.9 per cent. Industrial amounted 
to $1,876,000,000, against $1,671,000,000—an in- 
crease of 12.3 per cent. Group amounted to 
$625,000,000, against $519,000,000—an _ increase 
of 20.5 per cent. 

For the month of September, the total new 
business of all classes was $795,000,000, against 
$728,000,000 during September of 1925—a gain 
of 7.6 per cent. New ordinary insurance 
amounted to $5,743,000,000, against $5,474,000- 
oo00—a gain of 4.9 per cent. Industrial amounted 
to $1,876,000,000, against $1,671,000,000—an in- 
crease of 12.3 per cent. Group amounted to 
$625,000,000 against $519,000,000—an increase 
of 20.5 per cent. 

For the month of September, the total new 
business of all classes was $795,000,000, against 
$738,000,000 during September of r925—a gam 
of 7.6 per cent. New ordinary insurance 
amounted to $524,000,000, against $526,000,000 
—a decrease of .3 per cent. Industrial amounted 
to $197,000,000, against $175,000,000—a gain of 
12.7 per cent. Group was $73,000,000 against 
$38,000,000—a gain of 94.4 per cent. 


Anchor Life and Accident Formed 

The Anchor Life and Accident Insurance 
Company is the name of a new company formed 
in Kansas City, Mo. The company will write 
health and accident insurance on the industrial 
plan. 

The officers of the new company are. Pres 
dent, C. Dickson, formerly manager at Kansas 
City, Mo., for the National Life and Accident 
Insurance Company; vice-president, G. W. 
Duvall; secretary and treasurer, M. A. Dick 
son. 


—————— 
———— 





under average lives, C. H. Beckett, State Life, 
Indianapolis; total disability, Henry Wiremat 
Cook, Northwestern National Life; Minneap- 
olis, Minn.; American Service Bureau, R. W: 
Stevens,, president, Illinois Life, Chicago: 
lapses, Harry L. Seay, president, Southland 
Life, Dallas Texas. 
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GETTING AGENTS 





Company Advertising Accomplishes 
Much, Says E. S. Raymond 


GOOD PUBLICITY BRINGS GOOD 
REPUTATION 
Vice-President of S. S. Glass Corporation 
Addresses Insurance Advertising 
Conference 
[By aA STAFF CoRRESPONDENT| 

Derroit, Micn., October 19—““Company ad- 
yertising gets agents. It secures an intelligent 
representation through its agents who, in turn, 
get business.” That was the statement made 
hefore the meeting of the Insurance Advertis- 
ing Conference here to-day by E. S. Raymond, 
vice-president of the S. S. Glass Corporation, 
insurance agents of this city. Most companies 
do not study their advertising sufficiently and 
are not fully sold on the idea of advertising in- 
surance to make their efforts along this line pay 
the best dividends, the speaker indicated and 
went on to say: 

Through advertising a company becomes 


known. Its principles should be _ stated, 
emphasized and magnified, I do not say exag- 


gerated. Because of these stated principles the 
company management is constrained to conduct 
its business becomingly and here again is an 
advertising medium, not in print but “puss in 
boots.” 

Company advertising in insurance periodicals 
is merited in every sense but even this can be 
improved upon, for much of the advertising 
says nothing. It doesn’t talk. 

Good advertising will pay, declared Mr. Ray- 
mond, because it is better and easier for an 
agent to represent a well-known company. 


Sentinel Life of Kansas City 

The Sentinel Life Insurance Company has 
been organized at Kansas City, Mo., by E. G. 
Trimble, president of the Employers Indem- 
Corporation, Charles M. Howell. 
Arthur M. Hyde, ex-Governor of Missouri, 
will be president of the company. He is a 
brother of Insurance Superintendent Ben C. 
Hyde. Mr. Trimble will be chairman of the 
board. The company starts with $250,000 capi- 
tal and $250,000 surplus, which will later be 


nity and 


increased as the needs of the business require. 
The company will operate in about forty States 
and will utilize largely the agency force of the 
Employers Indemnity. 





INSURANCE LAWYERS IN YEAR BOOK 
Commercial Law League of America En- 
dorses The Insurance Year Book Con- 
taining List of Selected Insur- 
ance Lawyers 
The 1926-1927 edition of The Insurance Year 
Book presents a list of 3348 lawyers embracing 
the names of competent insurance attorneys sup- 

OFFICERS 


MAURICE P. DAVIDSON. PRESICENT 
1 BROADWAY 
NEW YORK CITY 


C. CLYDE BARKER, VICE-PRESIDENT 
EQUITABLE BUILDING 
DENVER, Cou 


COMMERCIAL LAW LEAGUE 
OF AMERICA 


plied by underwriters who have had satisfactory 
dealings with them, with a few others who 


make a specialty of insurance law. THE SPEC- 


rATOR has received the following letter from 


the secretary of the Commercial Law League 
of America commenting favorably on the fifty- 


fourth annual edition of The Insurance Year 


Book. 
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In re: 


ROBERT H. SYKES 
DURHAM, N. C. 
FREDERICK A. LIND 
137 SOUTH LA SALLE STREET 
CHICAGO, ILL 


September 27, l9He 


Insurance Year Booke 





Permit us to thank you for a copy of the 54th Edition of the 
Insurance Year Book, in three volumes. 


This 


very high grade and comprehensive work appears to 


grow in size and quality from year to year and you are, 


indeed, to be congratulated, 


Yours very truly, 


COMMERCIAL LAW LEAGUE @ AMERICA 


Secre tary 


MJT.B 


“a 





Life Underwriters of Pennsylvania 
Formed 

Last Saturday at Harrisburg, the State As- 
sociation of Life Underwriters of Pennsylvania 
was formed. The Association is made up of 
local life underwriters’ associations. Officers 
elected are: President, Frank G. Woodworth 
of Philadelphia; vice-presidents, C. Otto Flock 
of Williamsport, E. M. Standley of Beaver 
Falls, and A. B. Kelley of Philadelphia; secre- 
tary and treasurer, Herbert L. Smith of Har- 
risburg. 


F. A. Wallis Holds Dinner 

In furtherance of a special campaign for 
business being transacted during October and 
November, F. A. Wallis, New York manager 
of the Fidelity Mutual Life, entertained tonight 
his entire staff at a dinner, which is being held 
at his offices. Mr. Wallis is New York city’s 
Commissioner of Correction and will talk on 
the relation between life insurance and crime. 


Arthur L. J. Smith a Contributor to the 
Encyclopedia Britannica 

The article, “Insurance in the United States,’ 
beginning on page 486 of the three new vol- 
umes of the Encyclopedia Britannica, just pub- 
lished, was written by Arthur L. J. Smith, 
president of The Spectator Company of this 
city. The three new supplementary volumes, 
embracing 1250 pages of valuable, up-to-date 
encyclopedia information, constitute, with the 
volumes of the latest edition, the thirteenth edi- 
tion of the Encyclopedia Britannica—Journal 
of Commerce, New York. 


’ 


Luncheon Celebrates Anniversary 

(Concluded from page 7) 
D. Morgan, Wilbur A. Mott, Judge Worrall 
F. Mountain, Arthur T. Muir, Wilbur Munn, 
Robert H. McCarter, Uzal H. McCarter. Com- 
missioner John F. Murray, Jr., Jacob L. New- 
man. Robert A. Osborne, Representative Fran- 
cis I. Patterson, Jr.. W. B. Pearson, Arthur 
L. Phillips, Louis Plaut, Moses Plaut, Henry 
C. Pitney, Jr., special master’ of chancery, 
Morristown; William Halsey Peck and Frank 
Presbrey. 

Frank E. Quinby, Joseph Rattray, Edward 
IE. Rhodes, vice-president, Mutual Benefit Life 
Insurance Company; William D. Ripley, J. S. 
Rippel, Samuel K. Robbins, master of chancery, 
Camden; L. T. Russell, president of the New- 
ark Ledger; William Acheerer, Louis Schles- 
inger, Edward Schoen, president of the Guar- 
Trust Company; Wallace M. Scudder, 
president and treasurer of the Newark Even- 
News; Morris R. Sherrerd, consulting 
engineer to the city, and James Smith, Jr. 

Dr. Edward Staehlin, Thomas Stallknecht, 
Fred G. Strepel, John J. Stamler, Bishop Wil- 
son R. Stearly, Harry H. Thomas, president of 
the Savings Investment and Trust Co., East 
Orange; Oliver Thurman, Mutual Benefit Life; 
Representative Herbert W. Taylor, Wynant D. 
Vanderpool, Edward M. Waldron and Edw- 
ard T. Ward; A. Duncan Reid, president of the 
Globe Indemnity Company. 
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FLORIDA SITUATION 
CLEARING 


Fred J. Breen Concludes Work for 
National Board 


EARLY ESTIMATES CONFIRMED 


Adjusters Will Be on Job for Several 
Months—No Information on Marine 
Losses 
Mramt1, FLa., October 19.—Work of paying 
losses and adjusting claims is well under way 
in the hurricane district of Florida, but it will 
be Christmas before the majority of the army 
of insurance adjusters and agents now stationed 
at Miami will finish their work, it was an- 
nounced at the offices of the general adjusting 

committee today. 

Payment of losses on adjusted claims began 
October 8 and it is estimated that fully 5 per 
cent of the approximate 6000 tornado claims 
have been settled. 

Disputed claims will delay complete settle- 
ment in Florida until spring or early summer, 
in the opinion of E. P. Roberts, general man- 
ager of the Southern Adjustment Bureau and 
head of the general adjusting committee. 

Tornado liability in the affected area stands 
today at a little more than $55,000,000, the fig- 
ure that Fred J. Breen, executive assistant to 
General Manager Wilbur E. Mallalieu of the 
National Board of Fire Underwriters, predicted 
that it would reach. The loss ranges, as Mr. 
Breen and others also estimated. between 20 
and 25 per cent. Late reports from outlying 
districts will boost the liability somewhat, but 
the figure, it is said, will not reach $56,c00,- 
000. 

Mr. Breen closed the Miami offices of the 

National Board in the Columbus Hotel, Oc- 
tober 8, turning his files over to the general 
adjusting committee. He returned the follow- 
ing day to his New York city office. The of- 
fices of the general committee are being main- 
tained in the Columbus Hotel 
which has become known as “Insurance Row” 
since the hurricane. They are still a beehive 
of activity. 

Having disposed of the most urgent business, 
members of the general adjusting committee 
have reduced their sessions to three a week. 
They will be held at 8 o’clock on Monday, 
Wednesday and Friday mornings. 
the meetings were held daily. 

Writing of tornado insurance in the devas- 
tated area has been resumed, it was announced, 
with application of the Gulf Coast rates, which 
recently were applied. All property is being 
thoroughly inspected, however, before any poli- 
cies are written. An indication of some public 


ground floor, 


Previously 


dissatisfaction w th adjustments was seen last 
week with the appointment of an insurance 





committee by the Dade County Bar Association. 
Plate glass loss adjustment is being held up 
pending the adjustment of tornado claims. It 
is estimated that about $400,000 loss in this 
type of insurance will be suffered. The liability 
on automobile collision gradually is being re- 
duced from the estimated figure of $3,000,000. 
No liability or loss has been announced by ma- 
rine adjusters, although many of them are at 
work. Charles S. Auld, Miami marine repre- 
sentative in Miami, states that he would not 
hazard a guess as to the liability of loss. 


J. Charles Harris Reports Improvement 

Mitwavkeg, Wris., Oct. 15.—Grand Wielder 
of the Goose Quill, Paul E. Rudd, of the 
Ancient and Honorable Order of the Blue 
Goose, received a letter from J. Charles Harris, 
Grand Custodian of the Goslings, advising that 
he is now at his home in San Francisco, 175 
Eastwood Drive, where he he will reside for 
the winter, after having spent the summer at 
Long Beach. Grand Gander Harris reports 
that he is improving a little each day and that 
over a period of time the improvement in his 
health has been remarkable, considering his in- 
juries. 

Upon his arrival in San Francisco a number 
of the ganders were at the dock to greet him 
and a Juncheon was given in his honor a few 
days later. 

E. U. A. Formed 
(Concluded from page 3) 
Union and Non-Union individual companies. 

Hearty enthusiasm was displayed assuring 
the success of this plan for the betterment of 
the conditions in the Eastern territory. The 
Association is now definitely launched and with 
its large and comprehensive membership 
possesses tremendous country wide constructive 
possibilities. 

Subcommittees to consider practical phases 
of the new associations’ activities will be imme- 
diately appointed and the plans of the new or- 
ganization will be carried out with the utmost 
possible dispatch. 

The commission for ordinary territory will 
become effective January 1, 1927. The commis- 
sion platform of the association for excepted 
territory will be put in the hands of subcommit- 
tees for several excepted cities. These com- 


mittees will proceed to investigate conditions” 


in each of these cities and confer with the in- 
surance interest therein in order that the plans 
of the Association may be carried out as speed- 
ily and harmoniously as possible, but not later 
than January 1, 1928. 

It is felt that the companies which have not 


joined the Eastern Underwriters Association 
and which comprise about 10 per cent of all the 
companies in the Eastern territory will sooner 
or later find it expedient to join the Associa- 
tion. In the Eastern Underwriter Association, 
some prominent insurance men see the fore- 
runner of one dominant organization, which 
will ultimately be subdivided into the Pacific 
department, the Eastern, the Western, the 
Southern and the Central departments. 


12 


——, 


INQUIRES INTO FLEET RATING 
James A. Beha Looking for Evidences of 
Discrimination 

James A. Beha, New York State Superin. 
tendent of Insurance, has undertaken a survey 
of the automobile fleet rate question and to this 
end has directed a letter to the fire and casy- 
alty companies ‘asking for data. 

The recent ruling of the Massachusetts at. 
torney-general to the effect that the practice 
of making special rates for automobile fleets 
constitutes a violation of the anti-discrimination 
laws has brought this question to the attention 
of insurance department heads thrcughout the 
States and is the chief object of Superinten. 
dent Beha’s inquiry. 

The Automobile Underwriters Conference 
and the National Bureau of Casualty and 
Surety Underwriters have been asked by the 
New York superintendent for data on their ex- 
perience rating and special rating and the jus. 
tification thereof. 

The letter to the fire and casualty companies 
is as follows: 

You are requested to submit to this office not 
later than October 25, 1926, a complete list of 
all automobile “fleets” located or resident 
wholly or in part in the State of New York on 
which your company issued any policy or poli- 
cies effective at any time during the period 
from July 1, 1924, through June 30, 1926. The 
list should include the name and location of the 
assured and the effective date and year of the 
policy issued. The information should also in- 
dicate whether written at manual rates, or, if 
at other than manual rates the percentage mod- 
ification (debit or credit) from manual rates, 
together with the rule of the manual under 
which such modification has been made. 


This information should be furnished not 
later than October 25, 1926, and must be veri- 
fied by an officer of the company as required by 
Section 44 of the New York Insurance Law. 


COMMERCE TO INCREASE CAPITAL 
Glens Falls Company Will Double Present 
Figure of $500,000 

At a meeting of the directors of the Com- 
merce Insurance Company, Glens Falls, N. Y, 
it was voted to increase the present capital of 
$500,000 to $1,000,000. The surplus will remain 
at its present figure, about a million dollars, 
and the $500,000 increase will be paid in at par. 

The increase is an indication of the forward 
strides the Commerce has made since the Glens 
Falls Insurance Company took over its manage 
ment in 1923. Premiums total four times 4s 
much as they did at that date and the assets 
have increased two and a half times. The 
Commerce Insurance Company was established 
in 18s9 at Albany. 


—Raymond E. Stronach, marine secretary of the 
Etna Fire Insurance Company, Hartford, Conn., 
died of a shock, October 15, in his forty-eighth year 
He has been in the employ of the tna since 1903. 
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I HE SP EC I A i ©R Fire Insurance 
1926 EDITION Excess of 
Investment 
Income Contribu- Income and 
from tion of Contribu- 
NAME OF COMPANY Invest- Stock- Dividends tions Over 
ments holders Paid Dividends 


WHERE FIRE INSURANCE DIVIDENDS 
COME FROM 






SECTION SHOWS 
INCOME FROM INVEST- 
MENTS AND STOCKHOLDERS’ 
CONTRIBUTIONS ABOVE AMOUNT 

PAID FOR DIVIDENDS — 

EXCESS $245 284,423 
USED FOR LOSSES OR 

ADDED TO SURPLUS 




















THE TOTAL AREA OF THE CIRCLE INDICATES 
AMOUNT OF INCOME FROM INVESTMENTS 
AND CONTRIBUTIONS OF STOCKHOLDERS 


IN TEN YEARS, $520,196,082 








NAME OF COMPANY 


Albany, Albany......... 
Allemannia, Pittsburgh. . . 
Alliance, Philadelphia 
American, Newark......... oes 
American Alliance, New York...., 
American and Foreign, New York. 
American Auto., St. Louis........ 
American Central, St. Louis...... 


American Druggists, Cincinnati. . . 
American Eagle, New York....... 
American Equitable, New York*. . 
American Fire, New York........ 
American National, Columbus. . . 

American Union, New Vork*..... 
Anchor, New York*............ 

Assuraace Co. of Amer., New York 

Automobile, oy ao | ee 
altimore American, New York*. . 


Boston, Boston 
Bankers and Sh 
Buffalo, Buffalo................. 
California, San Fiancisco 
amden Fire, Camden 
Carolina, Wilmington............ 
€ntral Fire, Baitimore.......... 
cuicago F. & M., Chicago* 
mitizens, St. Louis... ....20.<++-; 
City of New York, New York..... 


Income 
from 
Invest- 
ments 
Ten Yrs. 
$ 


14,242,821 
3,748,749 
758,464 
1,520,281 
2,273,951 
6,621,201 
1,873,147 
1,138,32 
1,183,657 


2,589,265 






336,826 
2,501,415 
1,721,420 

660,142 

465,758 

142,423 

582,175 

535,038 
3,249,174 

169,896 


178,235 
1,058,569 

439,503 

330,147 
1,398,607 


Contribu- 
tion of 
Stock- 
holders 

in Ten Yrs. 
3 


'§125,000 
500,000 
400,000 


900,000 
§400,000 
170,320 
@700,000 
x942,500 
§5,000,000 
§1,000,000 


$400,000 


Dividends 
Paid 


in Ten Yrs. in 
$ 


11,450,000 
t2,372,500 
340,000 
$872,000 
1,< 50 
@a5,705,185 
1,790,000 
b980,000 
642,750 
280,657 


298,000 
1,390,000 
415,500 
174,000 


260,100 
b491,000 
1,770,000 
60,000 


a3,680,000 
175,000 
1,640,000 
50,000 
1,489,885 
112,503 
g805,000 
240,000 
182,000 
680,296 


Excess of 
Investment 
Income and 

Contribu- 
tions Over 
Dividends 
Ten Yrs 

$ 


2,792,821 
1,376,249 
418,464 
648,281 
1,072,701 
1,416,016 
483,147 
158,320 
990,907 
2,308,608 


46,326 
1,111,415 


636,078 
842,423 
1,264,575 
44'(38 
6,479,174 
1,109,896 


1,7 
2 ¢,§ 
—58,723 
1,104,768 
1,622,046 

515,732 








253,569 
1,280,420 
148,147 
1,118,311 
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Columbia, Jersey City........... 
Columbia, Dagtet......<c5seecece 
Columbian National, Lansing..... 
Commerce, Glens Falls........... 
Commercial Union, New York. ... 
Commonwealth, New York....... 
Concordia, Milwaukee........... 
Connecticut, Hartford............ 
Continental New York........... 
County Fire, Philadelphia........ 


Delaware, New York*........... 
Detroit F. & M., Detroit......... 
Dixie Fire, Greensboro........... 
Dubuque F. & M., Dubuque...... 
Eagle Fire, New York*........... 
Eagle, Newark 
East and West, New Haven*..... 
Employers Fire, Boston*......... 
Equitable Fire, Charleston........ 
Equitable F. & M., Providence... . 


Eureka-Security F. & M., Cinn.*. . 
Excess Reins. Co. of Amer., Phila.*. 
Export, New York* 
Federal, Jersey City............. 
Federal Union, Chicago.......... 
Fidelity-Phenix, New York....... 
Fidelity Union, Dallas*.......... 


Fire Association, Phila........... 
Fire Reassurance, New York*..... 


Firemans Fund San Francisco.... 


Firemens, Newark..............:; 
First American Fire, New York*. . 
Franklin Fire, Philadelphia....... 
Franklin National, New York*.... 
General Exch. Ins. Corp., N. Y.*... 
General, Seattle*...... 
Girard F, & M., Philadelphia..... 
Glens Falls, Glens Falls. ......... 
Glebe, Pittsburgh... ........0 cen 
Globe & Rutgers, New York...... 


Granite State, Poitsmouth........ 
Great American, New York....... 
Great Lakes, Chicago*........... 
Hamilton Fire, New York........ 
Hanover Fire, New York......... 
Hartford Fire, Hartford.......... 
Home F. & \.., San Francisco*.... 
Home, New York 
Home Fire, Little Rock. ......... 
Hudson, New York* 
Imperial, New York............. 


Importers & Exporters, New York*. 
Indemnity Co. of Amer., St. Louis* 
Industrial Fire, Akron........... 
Ins. Co. of N. A., Philadelphia.... 
Ins. Co. of State of Pa., Phila..... 


International, New York......... 
Inter-Ocean Reins., Cedar Rapids* 
Iowa National, Des Moines*...... 
Knickerbocker, New York........ 


Liberty Bell, Philadelphia*....... 
La Salle Fire, New Orleans*...... 
Lincoln Fire New York*......... 
Lumbermen’s, Philadelphia....... 
Manhattan F. & M., New York®. . 
Marquette National, Chicago..... 
Maryland Ins. Co., Baltimore..... 
Massachusetts F, & M., Boston... 
Mechanics, Philadelphia.......... 
Mechanics & Traders, New Orleans 
Mercantile, New York 
Merchants, Providence*.......... 
Merchants Fire, Denver 
Merchants Fire, New York....... 
Mercury, St. Paul*. 
Michigan F. & M., Detroit....... 
Milwaukee Mechanics, Milwaukee 
National American, Omaha*...... 
National-Ben Franklin, Pittsburgh 
National Fire, Hartford.......... 
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National Liberty, New York...... 
National Reserve, Dubuque...... 
National Security, Omaha........ 
National Union, Pittsburgh....... 
Newark Fire, Newark............ 
New Brunswick, New Brunswick. . 
New Hampshire, Manchester..... 
New Jersey, Newark............. 
New York Fire, New York*...... 
Niagara Fire, New York......... 
North Carolina Home, Raleigh... . 
Northerm, New York............ 
North River, New York.......... 
North Star, New York*.......... 
Northwestern F.&M., Minneapolis. 
Northwestern National, Milwaukee 


Old Colony, Bostom..... 6.00000 
Onions, THastiatd.. <6 60k ceccsies 


Pacific Fire, New York........... 
Patriotic, New York®... .. 0.06%. 
Pennsylvania, Philadelphia....... 


in Ten Yrs. 
$ 


673,019 
458,465 


645,904 
89,780 


494,082 
419,299 
1,372,790 


692,385 
471,756 
523,577 
2,666,376 
313,934 
17,078,261 
230,747 


8,835,815 


4,885,067 
150,663 
2,368,476 
16,649 
10,258 


746,671 
19,831,071 
405,807 
847,481 
3,313,818 
18,972,759 
1,087,326 
30,522,559 
1,084,133 
868,808 
746,477 


1,203,553 
403.045 
434,463 

15,936,239 

2,345,252 


3,088,035 

570,463 
460,979 
885,104 


37,048 
308,022 
273,248 

1,052,115 
76,248 
1,173,397 
357,844 
670,901 
1,086,316 
1,003,539 
1 





953,505 
3,468,267 
dd775,101 
2,114,578 
9,664,806 


5,407,158 
432,893 
320,291 

3,461,573 





1,218,955 
4,778,718 
73,476 
787,600 
4,098,541 


1,599,273 
2,057,538 
1,484,557 

162,054 
4,401,350 





in Ten Yrs. 
3 


§388,426 
580,703 
100,000 


300,000 
(700,000 


$726,120 
§340,000 
§500,000 
$1,000,000 


$1,750,000 


§2,878,781 
§58,222 
§500,000 
$680,621 
$1,000,000 
$1,000,000 
$275,000 


0424,032 


§3,000,000 
§1,750,000 
§3,000,000 
§985,000 
$522,000 


§350,000 
$441,916 


cc470,678 
§221,503 
§300,000 


'§283,494 
$1,275,000 


§248,244 
730,000 

{78,000 

§500,000 


§287,500 
§200,000 





7125, 
§275,000 
§1,200,000 


in Ten Yrs. 
3 


210,000 
h382,500 


26,000,707 
265,000 


$1,071,000 
330,078 


276,866 
787,500 


230,714 
10,000 
200,000 
1,900,000 


k192,909 
705,000 
a3,340,000 
360,000 
18,063,978 


332,000 
m16,270,000 
251,955 
$1,625,000 
11,678,841 
160,000 
$28,350,000 
947,876 


1650,000 


252,000 
12,590 
148,500 
9.885,000 
450,752 


61,220,000 
100,000 
90,000 
312,000 


"62,413 
189,000 
9820,000 





360,000 
442,500 


900,000 
50,000 
202,499 
71,718,250 
400,000 
1,842,500 
305,494 
1,280,335 
4,441,775 


73,159,750 


424,163 
2,579,644 
225,000 
8,000 
a4,510,000 
1332,000 
480,750 
$2,140,184 
380,000 
2,315,000 


616,000 
1,200,000 


f1,252,001 


2,593,750 


in Ten Yrs. 
3 


851,445 
75,965 
1,216,603 
333,498 
527,525 
1,139,232 


—990,181 
680,904 


789,780 
289,886 
419,323 


461,671 
461,756 
802,379 
766,376 
613,934 
9,678,284 
444,836 
6,526,427 
1 024 230 
4,940,815 


3,100,656 
208,885 


254,709 
12,532,074 


414,671 
5,061,071 
829,839 
595,526 
1,688,818 
10,293,918 
2,677,326 
5,172,559 
136,257 
1,853,808 
618,477 


1,301,553 
832,461 
285,963 

7,051,239 

1,894,500 


1,868,035 
941,141 
592,482 
873,104 


37,048 
529,103 
1,368,248 
232,115 
676,248 
819,747 
134,594 
310,901 

2! 6 





659,656 
521,831 
553,508 

752,333 
469,607 
834,243 

6,223,031 


_ 


_ 


2,247,408 
814,093 
492,791 

2,997,848 
715,454 
611,629 

1,623,208 

1,687,665 
194,496 

2,341,944 

40,982 
863,205 

2,913,534 

1,273,476 
407,600 

1,783,541 


1,583,273 
857,538 
232,556 
162,054 

1,807,600 
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LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL f 
NEAL BASSETT, President JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President 
JANUARY lst, 1926, STATEMENTS 
FIREMEN’S INSURANCE COMPANY OF NEWARK, Organized 1855. 
ASSETS — —. NET SURPLUS SURPLUS POLICYHOLDERS 
$21,285,738.13 $9,955,3 $5, $6,330,428.58 $11,330,428.58 
THE “CiRARD FIRE AND MARINE NINSURANCE CO., Organized 1853 
$5,800,834.29 $3,461 $1,339,631. 27 $2,339,631.27 | Peop' 
MECHANICS. INSURANCE co° OF PHILADELPH'A, Organized 1854 Phila 
$4,478,489.10 . 971,049 $600,000 $907,434.92 $1,507,434.92 Phoe: 
NATIONAL-BEN FRANKLIN FIRE INSURANCE CO., Organized 1866 Poto! 
$5,508,164.57 $4,071,227.38 $1,000,000 $436,937.19 $1,436,937.19 Prefe 
HEAD OFFICES: NEWARK, N. J. PHILADELPHIA, PA. PITTSBURGH, PA, provi 
DEPARTMENT OFFICES Provi 
Western Department, CHICAGO, ILLINOIS, WAITE BLIVEN, Vice-Pres. and Manager. Pacific Department, SAN FRANCISCO, CAL., W. W. and E. G. POTTER, Managers Prude 
General Agents for Southern Territory 
Florida, Loren H. Green, Jacksonville; Maryland, Poor & Alexander, Baltimore: Texas, Cravens, Dargan & Co., Houston Queer 
LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL pital 
P etme oe ee 7 TSAR | Reliat 
ee Reput 
Repu 
Rhode 
THE PURITAN LIFE oat 
CALEDONIAN INSURANCE COMPANY Safest 
OF SCOTLAND Securi 
of PROVIDENCE, R. I. Founded 1805 Securi 
“THE OLDEST SCOTTISH INSURANCE OFFICE” a 
in j es 31: = U. S. Head Office: Se 
Operates pet mee states, Rhode omg and Con 555 Asylum Street Hartford, Conn. — 
necticut on-Participating insurance. xtra inter- R. C. CHRISTOPHER, U. S. Manager - 
est dividend granted under settlement options. No ROBT. R. CLARK, Asst. U. S. Manager. Stands 
double indemnity. No monthly Income in event of wa 
disability. Waiver of premium only. Company’s Star, 2 
practice makes new benefits retroactive for old policy- Sterlin 
holders so far as possible. Agents contracts upon 4 
salary basis direct with company. Trans 
ravel 
® 
we want MEN in 
—men who are con- tT re TI ial 
5 Aa are trust OHIO The 
ett who are sl KENTUCKY Insurance Compan : 
—mmen who are selift- ‘) 
confident— MICHIGAN p B 
~ 1: Feige WEST VIRGINIA ie 
= men, who are morally yw) PENNSYLVANIA Choose rin or Choose fire a 
epen e— Rate 
—men who are financially responsible— Ly Your Your Book 
—men who are anxious to accomplish Company Company Comp 
results— CALIFORNIA INCORPORATED - 1872 and h 
—men who are sold on life insurance ganiz< 
Protection— —€£,° pl 5% 1928 : , 
— ae are open to Partnership- and tl 
asis Agenc ‘TE. Tell it all in the panies 
Eb eral GE nts ERERE : $12,.500,000.00 : 
THE OHIO STATE LIFE INSURANCE COMPANY first letter-Time premit 
Columbus, Ohlo is Money. ater RVE FOR yg’ OTHER LIABILITIES 000. 
Standard Sub-Standard Super-Standard 2 1, 7 3 2, Tn 
|_stondora_ al — 720.96 
much 











~ ET SURPLUS fnclud: 


16, 541,280. 58 and 


tions, 


oes ccident | | 50.774.601.54 || = 


FIRE AND LIFE $29,041,280.58 || 


ASSURANCE CORPORATION, Lie. LOSSES PAID POLICY HOLDERS pen 
FREDERICK RICHARDSON, United States Manager’ $ 1 795, 1 46,2 38.21 _ 


Se ae HOME OFFICE, ONE LIBERTY ST. 
NEW YORK CITY 


WESTERN DEPARTMENT PACIFIG DEPARTMENT 
310 S. Michigan Ave., Chicago, Ill. 233 Sansome Street, San Francisco 


I NCOM E I NS U RA NCE G. R. STREET, Vice-President CLIFFORD GONLY, Manager 
SPECIALISTS BOSTON OFFICE 


ROGERS & HOWES, Managers, 4 Liberty Square, Boston, Mass. 
























Opportunities for Salesmen in 47 States MARINE DEPARTMENT 
NEW YORK—Ww. H. McGee & Co.,General Agents, 11 So.Wiiliam Street 
Address H. A. LUTHER, 2d Vice-Pres. SAN FRANCISCO—George L. West, Manager, 233 S Street 


CHICAGO—Wa. H. McGee & Co.,Gen’l Agts., Insurance Exchange Bldé. 





NORTH AMERICAN ACCIDENT INSURANCE CO. AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 
208 S. LaSalle St., Chicago, III. 
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Income Contribu- 
from tion of 
NAME OF COMPANY Invest- Stock- 
ments holders 


in Ten Yrs. in Ten Yrs. in Ten Yrs. 
$ $ 





Excess of Excess of 
Investment Investment 
Income and Income Contribu- Income and 

Contribu- from tion of Contribu- 

Dividends tions Over NAME OF COMPANY Invest- Stock- Dividends Jions Over 
Paid Dividends ments holders Paid Dividends 


in Ten Yrs. 


in = Yrs. in Ten Yrs. in | Yrs. in Ten Yrs. 








Peoples National, Philadelphia . ae LACT. 2 re 362,500 827,243 Twin City Fire, Minneapolis...... 462,430 ........ 20,099 442,430 
Philadelphia F. & M., Pita’... 274,403 — §1,500,000 60,000 1,714,403 , , 
Phoenix, Hartford............... ES.GEASIS needs 8,670,566 2,963,247 Union Automobile, Los Angeles*.. 814,343 § 75,000 225,137 664,206 
Potomac, Washington............ 448,300 FE0O000 knees 1,048,300 Union Reserve, New York....... 489,202 $590,000 65,000 924,202 
Preferred Risk, SRODERE esc .0' 51s 680,967 2557 867 39,266 1,219,568 United American, Pittsburgh..... 593,842 759,090 282,009 271,842 
Presidential F. & M. Chicago*.... 72,592 [S50 000 8 os... 422,592 United Firemens, Philadelpnia..... 988,991 $408,059 195,099 1,200,951 
Provident, Rochester* Wereter. Apacer 64,913 §550,000  —«.......... 614,913 United States Fire, New York.... 7,633,947 ........ w2,285,596 5,348,351 
Providence Washington, Providence 4,304,391 ater a2,740,000 1,564,391 Universal, Newark*...... ivecuseies aa192,292 72,000 544,479 
Prudential of Gt. Britain, N, Y.*.. 327,828 71,000,000 ........ 1,327,828 United States Merch. & Ship., N. Y. §30,009 581,489 2,301,269 
2 Utah Home, Salt Lake City...... $259,000 716,590 663,031 
Queen, New MONS, <ic-tts- oxo cree G28S 9a kde ees “u7,925,000 —1,641,763 
weer. Philadelphia*. . . eae 426,362  §1,000,000 338,400 1,087,962 
: ee 377.500 5 irginia F. & M., Richmond...... PIGSSAG eee 740,000 454,438 
je on Prlindciphis . Sana §600,000 390,806 ore 734 Westchester Fire, New York...... 4,542,590 1,599,009 2,659,000 3,392,590 
Republic Fire, Pittsburgh........ 707,555 §70,000 258,000 519,555 West American, Los Angeles*..... 716,333 __§159,090 g400,000 466,383 
Republic, Dallas*. : RO 4 ests s re §650,000 905,000 1,549,967 World F. & M., Hartford*........ 156,844 SLGGR GRR sc cecuse 1,156,844 
nd, Providence........ ,089,060 $100,000 583,475 605,58: PE a 
ee n. New York....0 05502. | 716,401 cea sans 6439,000 or aoe Totals (178 Cos.).......... 443,854,905 76,341,177 274,911,659 245,284,423 
i OOS ERPS ere anne 3,738,676 $1,085,235 2,616,0 2,207,$ ‘ b aN 
eee, New CS Sears o 411,202 pte q ; _— poe 4 el * In business less than 10 years. ¢ Includes $500,000 stock dividend. { Includes $300,- 
Security Wiavg EEAVEM ooo occcd wens 3,443, 100 §300,000 1.033.000 2.710.100 000 stock dividend. §Surplus paidin. [ Premium on new stock. a Includes $1,000,000 
(ig ES a 567,426 : ae 246 006 "391. stock dividend. 6 Includes $200,000 stock dividend. ¢ Includes $600,000 initial surplus 
Security, Davenp Saw aeosewe 246,000 321,426 ee ; : oh Ay a 
paid in and $300,000 transferred from capital. d Initial surplus paidin, f Includes $600,- 
: Soringfield* 31.452 $500,000 531.452 000 stock dividend. g Includes $250,000. stock dividend. h Includes $150,000 stock 
ee. dee, Cit. Pie ae ye Oe 531,452 dividend. i Includes $100,000 stock ‘dividend. j Includes $750,000 stock’ dividend. 
Southern ‘ce “ego oe, tae. es 976193 1200,000 274,2 3 , 221,101 k Dividends to policyholders. 1 Includes $2,890,000 stock dividend. m Includes $2,500,000 
spngiel’ & M ‘ St a couse: 3° 107600 Men fae pir ghee 3,181,493 stock dividend. o Includes $350,567 surplus paid in and $73,465 notes collected on sale of 
St. Paul eS 7 ae aul........ "937'975 so eeceee as por 2,115,600 stock. ? Includes $6,000,000 stock dividend. g Includes $68,400 stock dividend. r In- 
Standard Fire “gS aaa naan 675465 ‘Sees b532,000 305,975 eludes $570,000 stock dividend. s Includes $250,000 premium on new stock and $875,000 
Standard, Hatt =i “peecgoanens 388 035 By ae 0 290,000 885,465 surplus paid in.t Includes $500,000 surplus paid in and $500,000 premium on new stock, 
Standard, ain OTK we eee renee 972047 § ana 13 * 388° 06 1,444,848 u Includes $2,000,000 stock dividend. v Includes $400,000 surplus paid in and $500,000 
Star, New York.......-.-e.seeee nea v900,000 388,000 1,484,047 premium on new stock. w Includes $62,500 stock dividend. x Includes initial surplus paid 
: ; 5 co one ae in, $730,000 and $212,500 from the alien property custodian. 4 Includes $12,955 premium 
Sterling Fire, Indianpokis Sata. ies ares 1,321,389 ah Gh 382,500 938,889 on new stock and $567,748 surplus from deduction of par value of stock. 2 Includes 
Stuyvstant, (oo le) 1,679,556 ree 189,000 1,490,556 $495,050 premium on new stock and $82,817 surplus paid in, aa Net amount received 
Superior, PAttSDULEN «50:0 eo :ne<:0ie's 1,592,747 §775,000 876,000 1,491,747 from non-admitted reinsurers for losses and reserves. 6b Includes $1,000,000 surplus 
Transcontinental, New York*..... 14,750 $690,000 kv cic 704,750 paid in and $500,000 cash special reserve. cc includes $248,178 surplus paid in and re- 
Travelers Fire, Hartford.......... 49,066 2,000,000 kc cscaes 2,549,066 duction of capital of $222,500. dd Includes surplus paid in. 








FIRE-MARINE YEAR BOOK 


The Spectator Company Publication for 
1926 Has Over 1200 Pages—Impor- 
tant Encyclopedia of Facts 


In the more than 1200 pages embraced in the 
fire and marine volume of The Insurance Year 
Book for 1926, just issued by The Spectator 
Company, New York, are presented statistics 
and historical data relating to about 1000 or- 
ganizations writing fire and marine insurance 
and their allied lines. The assets of these com- 
panies exceed $2,146,000,000, while their net 
premiums last year nearly reached $1,100,000,- 
000. 

In general, the fire and marine volume gives 
much historical data relating to each company, 
fhcluding information abow {ts organization 
and progress, capital changes, surplus contribu- 
tions, dividends, changes in control or plans, 
conflagration losses, underwriting profits and 
losses, board memberships, etc., together with 
opinions as to their standing and management. 

A statistical section contains numerous tab- 
ulations showing results of the fire insurance 
business for over sixty years, classification of 
premiums and ljosses in 1925, short rate tables, 
fire insurance stocks and dividends, lists of com- 
panies in foreign countries, lists of retired com- 
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panies, underwriters’ organizations, premiums 
in important cities, etc. 

An important section is devoted to data on 
fire departments and water supplies in over 
5300 towns, and there is also an extensive di- 
rectory of insurance agents, attorneys and :n- 
dependent adjusters embracing about 60,000 
names. A monthly bulletin keeps this volume 
up-to-date. 

The Insurance Year Book is issued in three 
huge volumes and constitutes an encyclopedia 
of the insurance business. One volume is de- 
voted to fire and marine insurance, another to 
life insurance and the third to casualty, surety 
and miscellaneous insurance. The price of 
either volume is $20; either two volumes, $35; 
and three volumes, $50. The Eastern Under- 
writer. ————- 
New York Exchange Meeting 


At its regular monthly meeting last week, 


the New York Fire Insurance Exchange 
adopted a “new form for storage warehouse 


risks both general and specific, thus providing 
two separate items, the first covering the mer- 
chandise and the second the duties. This new 
the importer to duties 
specifically, the rate for the cover on duties 


form permits insure 
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Organized 1859 


NATIONAL LIBERTY 


INSURANCE COMPANY OF AMERICA 


Head Office: 709 Sixth Avenue, New York 


Losses paid since organization over 65 millions. 


DISTINCTIVE AGENCY SERVICE IS MAKING TE NATIONAL 
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being 50 per cent of the merchandise rate. A 
revised form of profits insurance was gone into 
and will be further discussed at a future meet- 
ing. The Exchange also voted to cut out of 
the conflagration area in Coney Island that por- 
tion east of Ocean Parkway. 


Celebrates Fortieth Year in Business 

The insurance firm of Jos. M. Byrne Co., of 
Newark, N. J., is celebrating to-day the for- 
tieth anniversary of the establishment of the 
organization. From a smail beginning the firm 
has grown steadily until to-day it is one of the 
leading insurance agencies in New Jersey, serv- 
ing some of the most prominent individuals and 
leading merchants, bankers and manufacturers 
in the State. 

The personnel of the organization consists of 
M. Jr., president; William S. 
Naulty and Lawrence H. Van Sant, vice-presi- 
dents; John H. Taylor, treasurer; Arthur J. 
Hardt, secretary, and William H. Speigelberg, 
resident vice-president, Jersey City. 


Jos. Byrne, 
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Explosion and Riot 
Use and Occupancy 
Sprinkler Leakage 
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LIBERTY AGENT THE MOST WIDELY ADVERTISED INSURANCE 
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MAN IN HIS HOME TOWN. THINK IT OVER! 
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These Actual Experiences Should Make Every 
Agent Urge Sprinklers 


An automatic sprinkler engineer was seated 
in the office of a Cleveland manufacturer sev- 
eral weeks ago. On the desk between them 
were blueprints of a sprinkler system the manu- 
facturer had decided to install, complete in 
every detail. He was very much pleased with 
the plan for it was going to reduce his insur- 
ance costs so greatly that the premium savings 
would pay for the equipment in five years, 

“Well, our next step,” suggested the engineer, 
“is to submit the specifications to the Ohio 
Inspection Bureau for approval.” 

“Not on your life!” exclaimed the manufac- 
turer. 

“But that is necessary. You carry your in- 
surance with stock companies, and they won't 
reduce the rate without the Bureau’s approval.” 

“Yes, it’s true that our insurance is in the 
stock companies, but it won't be after I get 
these sprinklers in. The same agent has han- 
dled our account for fifteen years. During 
that time he has permitted us to pay premiums 
that would have paid for this sprinkler system 
three times over. In other words, if he had put 
this sprinkler proposition up to us at the start, 
we would have had better protection all along, 
we would have a sprinkler system completely 
paid for, and we would have in our pockets the 
price of two systems in premiums saved. 

“Tt doesn’t make any difference to me what 
you think, but I don’t think I owe such an 
agent anything but a bad opinion of the way 
he takes care of his customer’s interests. A 
man from the home office of a mutual com- 
pany in New England came out here to Cleve- 
land to show us that we could pay for sprinkler 
protection out of premium savings, and that’s 
the man to whom our insurance will go here- 
after. So never mind the Ohio Inspection 
Bureau, but submit the plans and specifications 
to his company. Here’s the name and address 
on this card.” 

Without dilating on the shock suffered by 
the Cleveland agent who lost this particular 
line, the experience of this same engineer with 
a more wide-awake agent in Pittsburgh ought 


to be told in the same breath. The latter sensed 
the fact that the owners of unprotected prop- 
erties were turning more and more to automatic 
sprinkler protection, and addressed a letter to 
the sprinkler expert. 

“T understand that your firm finances the in- 
stallation of automatic sprinklers under a plan 
whereby the premium savings that result pay 
for the equipment,” his letter said in substance. 
“If you can send a man to Pittsburgh, I have 
several risks which I believe we can interest in 
sprinkler protection.” 

As soon as the engineer arrived in Pitts- 
burgh, the agent started explaining to him the 
conditions and circumstances of a large pub- 
lishing plant that still was without sprinklers. 
He talked with considerable enthusiasm. 

“May I interrupt just a moment?” the sprink- 
ler expert finally asked. “How much of this 
publisher’s insurance are you now writing :” 

The agent squirmed a bit. “Well, frankly, 
we don’t get any of the line now; but I thought 
this sprinkler plan would be attractive enough 
to get the owner to give us the business.” 

“That’s probably true, if the layout is as 
you describe it. Sprinkler protection has so 
many advantages, and can be acquired so easily, 
that sooner or later all unprotected fire risks 
will have it. Usually, too, business and prop- 
erty-owners appreciate so greatly the service of 
the salesman who first shows them this easy 
route to savings and peace of mind that they 
favor him with all the business they can. 


“Very probably this publisher, whom you 
wish us to see first, can be won over to our 
plan. You hope so because you would like to 
take his business away from your competitors. 
But isn’t it very possible that one of your com- 
petitors may be right now in the office of one 
of your best clients, trying to wean him away 
from your office by pointing out to him the 
advantages of sprinkler protection. We might 
land this publisher of whom you speak, but 
while we are busy with him somebody else may 
be robbing your own hen roost with the same 


key. 


“‘A fair exchange is no robbery,’ they say, 
but you and your competitors will not get ahead 
by swapping business. Before we get excited 
about this publisher, let’s first consider care. 
fully all the unprotected risks on your own 
books. Probably several of them need sprink. 
lers as badly as this printing plant, and they 
are the prospects with whom we can get along 
best because they already have confidence jp 
you, as proved by the fact that they are trusting 
you to take care of their insurance needs, By 
seeing your own clients first, moreover, you 
lock their dooors against the sprinkler ‘wooing’ 
of competing Romeos.” 

From the experiences cited in the foregoing 
paragraphs, it should be evident to every agent 
and broker that they should boost the installa. 
tion of automatic sprinklers 


Auto Underwriters Meet 


The annual meetings of the National Auto- 
mobile Underwriters Conference and the East. 
ern Automobile Underwriters Conference were 
held last week in New York, The Eastern 
Conference elected C. W. Baily of the Amer- 
ican Insurance Company, Newark, president: 
C. R. Pitcher of the Royal Insurance Company, 
vice-president, and E. C. Case, of the North 
Mercantile Insurance Company, 
treasurer. C. B. Roult of the National Fire 
Insurance Company, Hartford, was elected to 
committee, succeeding H. P. 


3ritish and 


the executive 
Whitman, 

At the National Conference meeting the te- 
port of a committee recommending that 23 per 
cent flat commission be allowed in the Pacific 
Coast territory was approved. The following 
officers were elected: 

William R. Hedge, of the Boston Insurance 
Company, president; William Mackintosh, of 
the Royal Insurance Company, vice-president, 
and Herbert W. Ellis, of the Phoenix Assur- 
ance Company of London, treasurer. 


Insurance Institute of America to Meet 
The annual meeting of the Insurance Insti- 

tute of America will be held at 85 John street, 

New York, on October 26 at 10:30 A. M. 
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Condition January 1,1926 


Unearned premiums 
Other liabilities 
Capital 

Net surplus 


ADMITTED ASSETS 
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$500',000.00 
425,661.10 
Surplus to policyholders 


$1, 255,778.47 
369, 346.56 


925,661.10 
$2550, 786.13 
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DIFFICULTIES AHEAD 
Illinois Auto Club Exchange in 
Perilous Waters 


FIGHTY-THREE SUITS PENDING 


Charge That Exchange Made Loans to 
Club Without Interest 

Cuicaco, Int., Oct. 18—The examination re- 
port on the Inter-insurance Exchange of the 
defunct Illinois Automobile Club discloses a 
deficit of $64,364 and the attorneys admit that 
liquidation is advisable. The affairs of the ex- 
change are being aired before the Illinois direc- 
tor of trade and commerce, H. N. Bailey, and 
the exchange’s management under Hugo 
Meyer, president of the Motorists Association 
of Illinois, is being very heavily scored. 

The report of the examiners is the first defi- 
nite inkling that policyholders have had as to 
their status, been confused for 
months. Originally their fire and theft insur- 
ance was carried in the reciprocal itself, and 
their liability insurance in the Ohio Casualty 
Company. 

Since the first of the year, however, the cov- 
erage has been successively reinsured in the 
Lumbermens Mutual, Central Manufacturers 
Mutual, Integrity Mutual, Ohio Millers Mu- 
tual, and the Union Automobile of Los Ange- 
les. » 

Out of the confusion declared to have existed 


which has 


in the exchange’s operations, the examiners as- 
set their inability to arrive at any more than 
an approximation of the true state of affairs. 

“The management is a haphazard affair, with 
no precision, assuming too much for granted 
and not enough for details, being almost unfit 
to handle insurance matters.” 

“Inspection shows that only a few of the 
minutes are signed by the chairman. Very im- 
portant matters under consideration were not 
signed. Loose sheets were not rewritten or 
signed. In short, the minute book is a total 
failure.” 

Another interesting comment on the exchange 
is that it “is trying to enforce subrogation 
claims against others when it never paid its 
own claims.” 

“Stringent measures” were recommended by 
the examiners, who declare: “It further looks 
most that the  attorney-in-fact 
should be the beneficiary of an $8000 note, and 
then sign the note as maker. Action should be 
taken to force the recipients of the money to 
reimburse the exchange to help reduce the 
deficit.” 

A total of eighty-three suits are pending 
against members of the exchange, it is an- 
nounced. Additional criticism is directed 


suspicious 


against the exchange for making loans to the 
Club without charging interest. 


E. M. ALLEN BECOMES COMPANY MAN 


Joins Forces of National Surety and New 
York Indemnity 


formerly presi- 
Insurance 


Edward Mortimer Allen, 
dent of the National Association of 
Agents, has been appointed assistant to the 
president of the National Surety Company and 
the New York Indemnity Company. 

Mr. Allen was born in Winona, Minn., July 
16, 1881, and 1901, 
engaging in railway construction at Fort Smith 


moved to Arkansas in 
and was acting general manager of the Fort 
Smith and Western when twenty- 
three years old. He engaged in the real estate 
business in 1906 and developed the town site of 
Elaine from a wilderness. In 1909 he moved 
to Helena and two years later bought out a 


Railway 


local agency which is now the E, M. Allen 
Company. In 1917, he was elected presideni 
of the National Association of Insurance 


Agents at the reorganization meeting in St. 
Louis, serving two years, and as well has been 
on all important National Association commit- 
Mr. Allen is prominent in Arkansas busi- 
ness and life. 
terms of the Helena Chamber of Commerce: 
governor in 1922 of the Sixteenth District Ro- 
tarv International; in 1924 he became director 
for a three-year term of the Memphis 
Bank of the Eighth District of the Federal Re- 
serve System; and he is now completing a four- 
year term as Commissioner of the Wharf Im- 
provement District of Helena, now finishing a 
$400,000 river and rail terminal in connection 


tees. 


social He was president five 


3ranch 


with the government barge line. 


Situation a Menace 
(Concluded from page 3) 


There is no doubt that the political aspects 
of the State fund proposition will be gone into 
very thoroughly between now and the next gu- 
bernatorial election. Proponents of the State 
fund idea are organized and actively at work. 
Those who are engaged in the insurance busi- 
ness must further perfect their organization, 
if the advocates of the State fund are to be 
met and defeated in their purpose. 

It is not a rosy picture that is being painted 
here in Massachusetts, and without being un- 
duly pessimistic it is a fact that the insurance 
companies, agents and brobers are on trial, 
with the cards more or less “stacked” against 
them. If lower rates can be brought about by 
enactment of State law in Massachusetts, and 
that is just what has already happened on one 
class of business, a like result can also be 
brought about by State law on all classes. 

The only way to meet this threatentng situ- 
ation is through the medium of organization, 
effective work, and votes. 
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PRESIDENT OF NEW YORK 
INDEMNITY 


Spencer Welton Joins National 
Surety Running Mate 


SUCCEEDS M. 0. GARNER 


Famous “Conventioneer’” Becomes One of 
Youngest Top Executives in Insurance 
Business 
Wm. B. Joyce, chairman of the National 
Surety Company and the New York Indemnity 
Company, announces that on November 1, 
Spencer Welton, vice-president of the Fidelity 
and Deposit Company of Maryland, will be- 
come president of the New York Indemnity 
Company and a director of the National Surety 

Company. 
Mr. Welton ‘s one of the younger group of 
casualty executives and is a comparatively new- 














SPENCER WELTON | 


comer, although since his advent into the cas- 
ualty and surety field six years ago he has be- 
come one of the most widely known and popu- 
lar surety men in the country. Through ex- 
and attendance at 


agents 


innumerable 
Welton has 
achieved an almost unparalleled acquaintance 
with insurance men everywhere and has a first 
hand knowledge of their problems, which sug- 
gests that under his direction the New York 
Indemnity Company will develop a field organ- 
ization of unusual excellence. 


tensive travel 


conventions of Spencer 


Spencer Welton is a trustee of the Insurance 
Federation of America, a fellow of the Insur- 
ance Institute, he was first president and is 
still a governor of the Casualty and Surety 
Club of Baltimore, is a vice-president of the 
National Agency Committee of the Casualty 
Acquisition Cost Conference and was organ- 
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Insurance based only on the written contract gives literally 










































AND 
GrirFIn M. Lovenace, Third Vice-President, New York Life Insurance 
Company: formerly Director, Life Insurance Training Course, New York 
'niversity 
Endorsed by 
The National Association of Life Underwriters and 
The Life Underwriters Association of Canada 


LIFE INSURANCE FUNDAMENTALS 
By Griffin M. Lovelace. Presents the theory and practice underlying life insurance. 


The aim is to equip the urderwriter as a competent counselor as well as salesman. 
Price, $3.25. 

SELLING LIFE INSURANCE 
By John A. Stevenson. Presents the most modern and effective practices’ in life 


underwriting. Price, $3.50. 


ANALYZING LIFE SITUATIONS 
By Griffin M. Lovelace. Shows the underwriter how to analyze individual needs 
of his clients. The Case Method is employed. Price, $2.25. 


PSYCHOLOGY OF SELLING LIFE INSURANCE 
By . Strong, Jr. Explains the psychological principles of underwriting‘in”non- 
technical language. Price, $4.00. 

MEETING OBJECTIONS 


By John A. Stevenson. Prepares the underwriter to meet the objections with; which 
he is at one time or another confronted. Price, $1.50. 


HOUSE OF PROTECTION, THE 
By Griffin M. Lovelace. Enables the underwriter to advise uis client how to;obtain 
adequate protection. Income insurance is thoroughly discussed. Prices, . $1.50; 
Flexible Edition, $2.00. 


LIFE UNDERWRITING AS A CAREER 
By Edward A. Woods. Answers the questions as to what life underwriting” offers 
as a career. Price, $2.25. 

INHERITANCE TAXATION 
By Leon Gilbert Simon. Shows the advantage of life i insurance to people of large 
means for use in defraying their inheritance taxes without impairing the_principals 
of their estates at death. Price, $5.00. 
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All what is paid for—a minimum 
Forms Across the face of every policy we issue is 
_— - the unwritten endorsement—Good Faith 
Insurance Insurance written and interpreted in Good Faith gives more 
ie than is bargained for—generous and understanding treatment 
aie Behind every Metropolitan policy 
Bonds stands the Master Policy-Good Faith 
Chartered 1874 J. Scofield Rowe, President Home Office, 55 Fifth Ave. 
HARPER’S LIFE INSURANCE LIBRARY | Your Prospect’s Fature 
Edited b 
Joun A. STEVENSON, Second J ce-President Equitable Life Assurance Society Ts the Same As Your Own 


When you line him up for the policy he wants, and 
the policy he needs, you have made a staunch friend, 
and contented customers mean repeat orders in insur- 
ance as well as other lines of business. Sell this 
contract: 


Any natural GOa tis ooc6ic:s.cicagciecesnesiosiere $5,000 
Any accidental death................... 10,000 
Certain accidental deaths............... 15,000 
Accident Benefits $50 per WEEK 
(Non-cancellable) 
Also Disability Income, Waiver of Premiums, 
etc. 


All In ONE Policy 


You can see how worthy such a contract is in the hands of a 
progressive agent and we invite you to give serious considera- 
tion to the United Life ‘“‘Policy You Can Sell.” 


There may be an opportunity in your town. Our Vice Presi- 
dent, Eugene E. Reed, will tell you all about it. 
Write him direct. . . . . and directly. 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 
Concord NewYHampshire 


Inquire! 

















sel 


In 
the 


tre< 
pre 
of 





HL 


wn 


and 
iend, 
asur- 
this 


— 


sof a 
dera- 











October 21, 1926 


THE SPECTATOR 


Casualty & Surety Bulletin 











— 


ier of the New Casualty and Surety Agency 

Executives Group. 

The policy of the National Surety Company 
has always been to select, as far as might be 
done, agents to serve as executives, and it may 
be properly said that in the selection of Mr. 
Welton it has selected an agency man, if in- 
deed not an agent in fact, for Mr. Welton 
has many times been introduced at conventions 
as “The Agents’ Friend.” 

At the same time Chairman Joyce announces 
that M. O. Garner now president of the New 
York Indemnity Company, will return to his 
former post as general counsel of the National 
Surety Company from which he was “drafted” 
against his personal desires and at great sacri- 
fice to put the house of the New York Indem- 
nity Company in order. It was an unpleas- 
ant task for Mr. Garner to give up his profes- 
sion to tackle such an undertaking, but being 
a good soldier he agreed, with a definite un- 
derstanding that when it was done he would be 
released and resume his duties as general coun- 
sel of the National Surety Company which he 
has never completely relinquished. He will 
also continue general counsel of the New York 
Indemnity Company. Mr. Jovce says he did 
the job mighty well. 

INTEGRITY MUTUAL’S AFFAIRS 
Allege Guarantee Surplus Fund Wiped Out 
—Net Deficit Said to Be $911,991 
Cuicaco, Itt., October 18—The audit just 
completed of the financial condition of the In- 
tegrity Mutual Casualty of Chicago discloses 
a net deficit of $ort,901, as of May 20, 1926, 

the date of the receivership. 

The above defic‘ency applies to the bondhold- 
ers, who recently bought $250,000 of debenture 
bonds under President Adderly’s urging to boost 
The net deficit as to pol- 
The “Guarantee Sur- 


the firm’s surplus. 
icvholders is $660,490.82. 
plus Fund,” of 
which was shown as $300,000 on December 31, 


which much was made and 
1925, statements has been entirely wiped out. 

The company’s contract with J. C. Adderly, 
Inc., general managers, shcwed that the man- 
aging concern managed very well so far as its 
own income was concerned. The charge for 
management ran from a minimum of I5 per 
cent on group disability and compensation in- 
surance to 30 per cent on accident and health 
business, with 10 per cent in addition for claim 
handling—the percentages being based on the 
net earned premiums and to be paid in advance 
the first of each month. The advance pay- 
ments were figured on the preceding six months’ 
Other forms of insurance 
such as liability, auto, fidelity and surety and 
miscellaneous lines drew a 25 per cent man- 
agement fee. 

Some of the principal items of the assets ac- 
count are: the book value of bonds $532,500, 
of which $360,000 is in Chicago banks and 
$172,500 is still being held in various State 
treasuries; cash and bank accounts $64,776.22; 
Premiums in course of collection $381,209.27, 
of which $154,493.69 are more than 90 days 
over due and are considered as doubtful. 


average of business. 








Without comment, THE SPECTATOR 
presents the following quotation regard- 
ing prison reforms and crime prevention 
taken from the October issue of “The 
Panel,” the monthly bulletin of the As- 
sociation of Grand Jurors,-New York 
County: 

“Tf constructive parole 
effected during the coming year, tt will 
be due in no small measure to the con- 
structive work recently initiated by the 
newspapers, including the Brooklyn 
Daily Eagle, Daily News, Evening 
Post, Evening World, New York Times, 
Herald-Tribune, New York 
Sun, World and THe Spectator.” 


changes are 


American, 











PAUL A. SCHOELLKOPE DIRECTOR OF 
METROPOLITAN CASUALTY 
Buffalo Power Head and Financier Be- 
comes Allied With Insurance 
J. Scofield Rowe, president of the Metropoli- 
tan Casualty Insurance Company, has an- 
nounced the election, at a recent meeting of the 
Paul Arthur Schoell- 

kopf as a director of that company. 
Mr. Schoellkopf is widely known because of 


hoard of directors, of 


his extensive experience and prominent connec- 


tions in the power business. He is president 











Paut A. SCHOELKOPF 


of the Buffalo, Niagara and Eastern Power 
Corporation; president of the Niagara Falls 
Power Company and chairman of the board 
of the Power City Bank at Niagara Falls. He 
is also director in a long list of companies, 
among them The Shredded Wheat Company, 
The Rand Kardex Bureau, Inc., The United 
States Light and Heat Corporation, and numer- 
ous others. 

Mr. Schoellkopf was educated at Cascadilla 


School, Ithaca, N. Y., after which he attended 
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REPORT SOON OUT 


New York Superintendent to Issue 
Casualty Data 


COMPANIES’ ASSETS INCREASED 
$85,965,085 


Organizations Reporting to State Depart- 
ment Had 1925 Income of 
$650,724,023 
James A. Beha, New York Superintendent 
of Insurance, will issue within a week or ten 
days Part III of his 1926 report to the leg- 
islature. This volume deals with the casualty 
oar miscellaneous lines of insurance and gives 
abstracts and tabulations of the 1925 business 
of forty-nine New York State, forty-six other 
State and eight foreign companies authorized in 

New York; a total of 103. 

Of these companies twenty-four are mutuals 
of New York and nine are mutuals of other 
States which do mostly automobile and work- 
men’s compensation business. 

All the casualty lines of insurance have in- 
creased rapidly in recent years, but the com- 
paratively new lines of workmen’s compensa~ 
tion and automobile coverage now stand de~ 
cidedly in the lead. 

The companies reporting to New York show 
at the beginning of the present year assets of 
$850,802,053, an increase of $85,965,085 for the 
year. These amounts do not include assets of 
life departments of several companies which do 
both life and casualty business. 

Liabilities, excluding capital, amounted to 
$610,906,692 and capital invested totaled $108,- 
325,000, leaving a net surplus of $131,570,361, 
an increase in surplus of $10,868,733. 

The total income for 1925 was $650,724,023, 
an increase of $60.784,592 for the year. Of 
the total amount $602,092,370 was from pre- 
miums as follows: 


Workmen’s compensation ............. $161,186,759 
IME MENIITIN Oc aig 88-6 oS sade nw ainweleinc ene 115,338,391 
Wemetitw AINE SURCIG .. oo och accivewcce< 86,803,506 
Acodent and healtlt... ..ccccccscceccasns 75,864,593 
Auto property damage... ....cccccccces 51,244,793 
Liability other than auto........ccccceoce 48,928,974 
ONEIENG “AU WNOIE. cece cuceeenca ween 28,255,047 
RAN IANA 6c oes cnccwase ve uce Seine dias 15,761,032 
Boiler, engine, machinery.............. 9,710,902 
CNET SING 3 6. oo ce xe weiss aenes 4,676,809 
Damage and collision other than auto... 1,593,561 
MORENO eo Ee! ogo ain cera rslawd walenaie 1,323,803 
Sprinkler and other classes............ 1,404,202 


The disbursements for the same period were 
$571,057,807, of which amount $264,040,427 was 
for losses and $41,714,218 for investigation and 
adjustment of claims. 





the University Preparatory School of that city. 
He graduated from Cornell University in 1906 
with the degree of Master of Arts. After 
graduation he engaged in business with his 
father in the power development at Niagara 
Falls. He subsequently became general man- 
ager and treasurer of the Hydraulic Power 
Company and upon its consolidation with the 
Niagara Falls Power Company was elected its 
president, which position he now fills. He is 
also general manager of the Canadian Niagara 
Power Company. 
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GLOBE INDEMNITY 
CELEBRATES 


Company Gives Dinner on Fifteenth 
Anniversary 


PRESIDENT A. DUNCAN REID IS HOST 


Notable Figures in Insurance and Business 
World Present —Company’s Growth 
Steady—Now Has Assets of Well 
Over $27,686,300 

A Duncan Reid, president of the Globe In- 
demnity Company of Newark, N. J., presided 
at a dinner given Monday of this week at the 
Robert Treat Hotel, Newark, to celebrate the 
fifteenth anniversary. Mr. 
has been president of the company since its in- 
ception late in 1911 and, with his associates, 
thas achieved signal success in bringing the com- 
pany to its present position of strength and 
“prosperity. 

At 7:30 o’clock the officers and field staff, 
with a few friends of the management, making 
an assemblage of some 300 men, sat down to 
dinner. 

President Reid made a short address cover- 
ing the events and accomplishments of the fif- 
teen years the company has been operating, 
and congratulating his associates and agents on 
the magnificent results achieved by the com- 
pany during its career. 

Harold Warner, United States manager of 
the Liverpool and London and Globe, which 
company, according to him, is called the 
“daddy” of the Globe Indemnity, delivered an 
interesting and witty address, which was fre- 
quently applauded. He said that the founders 
of the Globe Indemnity Company did not 
dream, a decade and a half ago, that the com- 
pany that was then started would reach that 
state of eminence which it has arrived at in so 
short a time. He wished it had been possible 
for General Manager Hugh Lewis to be pres- 
ent, as it had been his intention to be, but un- 
fortunately business did not permit him to 
cross the Atlantic. Mr. Warner read a cable- 
gram from Mr. Lewis congratulating Presi- 
dent Reid and the company on the celebration, 
and also a letter from Mrs. Lewis sending her 
felicitations to the president and his wife. 

Mr. Warner continued: “I wish, in the 
most sincere language at my command, to ex- 
press to dear old Duncan and his associates, 
congratulations on the wonderful things that 
the past fifteen years. 
studied the annals of 


company’s Reid 


have been done during 
I do not know, if we 
insurance in all decades, that we could find a 
that has demonstrated the same 
progress that the Globe has shown. I am 
frank in admitting to you that I have won- 
dered how you could do it.” 

Mr. Warner compared President Reid’s per- 
sistency in upbuilding the company to Christo- 
pher Columbus in his journey from the Old 
to the New World, always keeping his ship’s 
prow pointed toward the west, notwithstand- 
ing many difficulties, discouragements and dis- 
suasions: but Mr. Reid had the advantage in 
persisting in his course of upbuilding the com- 


company 





pany, that while Columbus was opposed by 
many of his officers and crew, Mr. Reid had 
etnjoyed the advantage, during the career of 
the Globe, to have maintained the co-opera- 
tion of his associates and of the field force in 
a most wonderful manner. Columbus had not 
been able to control his crew as has Reid his 
men. 

Mr. Warner commented with 
on Mr. Reid’s methods of playing and winning 
at golf, as indicative of his success in his busi- 
He also paid some complimen- 


delicious wit 


ness methods. 
tary tributes to, and made amusing comments 
on, various officers and agents. which evoked 
much app!ause from the assemblage. He paid 
a high compliment to the agents which have 
brought about such satisiactory results, many 
of which are also representatives of the Liver- 
pool and London and Globe, the Federal Union 
and The Star, all of which had prefited by 
their fidelity. 

Mr. Warner took occasion to greet Hugh 
R. Loudon, formerly United States manager 
of the Liverpool and London and Globe, who 
was a guest sitting at one of the tables. He 
concluded his speech by wishing for Mr. Reid 
and the Globe continued success in the future— 
one could hardly dare to wish greater progress 
for the company than in the past, in view of 
its successful results covering so short a period. 

President Reid explained that to the ban- 
auet had only been invited the company’s man- 
agement and its agents, with a few friends of 
the company, and as one of these he desired to 
introduce J. Victor Barry, vice-president of 
the Metropolitan Life. Mr. Barry then de- 
livered one of his usual eloquent and amusing 
addresses. In the course of his remarks, he 
paid the following tribute to President Reid: 
“Tt is a lusty Globe indeed that leans upon 
an unbroken Reid.” 


Another friend of President Reid, Alfred 
Hurrell, general counsel of The Prudential 
Insurance Company of America, delivered a 


talk as the closing event, which was generously 
applauded. He related many amusing anecdotes 
and stories, and concluded his address with a 
glowing tribute to the Anglo-Saxon race and 
the beneficial relations existing between Great 
3ritain and the United States. 

Telegrams were read also from J. G. Pepper, 
manager at New and Thomas H. 
Anderson, manager at San Francisco of the 
Liverpool and London and Globe. 


Orleans, 


By vote of the assembly, a cablegram was 
sent to Hugh Lewis, thanking him for his con- 
eratulations and extending to him the felicita- 
officers and the 
indicated their 


company, its 
agents, their cheers, 
lovalty to the general manager. 

The 


exceedingly strong position in the casualty in- 


tions of the 
who, by 
Globe has worked its way up to an 
surance world, ranking eighth among the casu- 
alty insurance companies of the United States 
A table of rank in 
various lines, which was THE 
SPECTATOR of October 14, shows the company to 


in total premium volume. 
published in 
be one of four which are among the first ten 
in ten different lines of the business. It is par- 
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Operating in: 


ARKANSAS 
“CALIFORNIA 
COLORADO 
DELAWARE 
DIST. OF COLUMBIA 
IDAHO ILLINOIS 
INDIANA 
IOWA KANSAS 
KENTUCKY 
MAINE 
MARYLAND 
MICHIGAN 
MINNESOTA 
MISSOURI 
MONTANA NEBRASKA 
NEW HAMPSHIRE 
NORTH CAROLINA 
NORTH DAKOTA 
OHIO OKLAHOMA 
PENNSYLVANIA 
RHODE ISLAND 
SOUTH DAKOTA 
TENNESSEE 


TEXAS UTAH 
VERMONT 


VIRGINIA 
WEST VIRGINIA 
WISCONSIN 
WYOMING 





























The Inter-State is licensed to 
operate in 34 states of the Union. 
A steady, consistent growth in 
the volume of business from 
these states is our reward for 
the good protection we give to 
our policyholders at low cost. 


As the Inter-State has grown, 
so has the volume of our agencies 
grown. With this increase in 
volume has come an increase in 
the earnings of our represent- 


atives. 


Insurance men who are interested in 
securing a general agency with the 
Inter-State will be given complete 
information upon request. Ask for 
it today. A postcard is all that is 
necessary. 


“FIRST ORGANIZATION _ 
BROWN HOTEL BLDG. [5 
es 


ERNEST WBROWN, Secr-Trepe, 
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ticularly strong in the workmen’s compensation 
feld, ranking seventh among all the compa- 
nies in that line. 

The table given below indicates the yearly 
growth of the company. Starting in 1911 with 
assets of $1,302,842, it shows an unbroken list 
of gains in that column, and at the close of 
1925 showed assets of nearly $28,000,000, the 
average rate of accumulation having been al- 
most $2,000,000 per year. It will be noted that 
premium income has grown steadily from $2,- 
123,740 during its first full calendar year to 
$19,000,000 in 1925. The dividend schedules are 
also shown. Starting with a capitalization of 
$750,000, the company has been able to increase 
it by stock dividend on two occasions. In 1922 
$750,000 was added to capital by this method 
and in 1925 the same means were employed to 
add $1,000,000 more, making a total present 





The table does not indicate the growth dur- Praises Insurance Year Book 
ing 1926, which in itself !s remarkable. As of James A. Beha, Superintendent of Insurance 
July 1, 1926, the company reported assets of of New York, writes of the Insurance Year 
$30,465,554, showing a gain of almost $3,000,- Book as follows: 
000 in six months. During the first six months 


y : j : . In acknowledging receipt of the 1926 edition 
of 1926 its premium income was $11,461,649, of your Insurance Year Book in three sumptu- 
as against $9,711,126 during the same portion ous volumes covering respectively fire, life and 
of 1925. casualty insurance in the United States and in 
foreign countries, I wish to express my appre- 

The company removed to Newark in 1920, ciation of the value of this complete vademecum 
occupying a beautiful new office building in of the insurance business and to congratulate 
you upon the handsome appearance of the pub- 


Washington Park. The site is considered a Poa 
lications. 


particularly valuable property and was secured 
for the company by President Reid. 


On Tuesday, the agents of the company met Casualty and Surety Clubs Annual Dinner 
in convention in the office building on Wash- The annual dinner of the Casualty and 
ington Park, on which occasion a very hand- Surety Club of New York will be held on 
some souvenir was presented to President Reid Tuesday, November 9, at the Hotel Astor. 
by the field staff. 


GLOBE INDEMNITY COMPANY OF NEWARK, N. J. 


Total Net Total Losses Divi- Total Ex- 











Assets Surplus Premium Income Paid dends penditures 
|. He ae eee ce : sans a 27,686,300 6,500,000 18,847,683 19,836,619 9,660,600 a1,225,000 17,370,081 
MONON 5 sleiscia cots & einer, ees , 24,110,744 5,000,000 16,613,376 17,493,611 8,449,832 487,500 14,945,393 
MMM kien eiec- kre bi ecele ais $i areca 20,983,301 5,000,000 15,103,143 15,911,057 7 a 002 187,500 13,394,752 
Bg ore lsracay eiccestecan wav alee we shea 18,773,965 4,936,098 13,414,433 14,157,123 5,851,22 6900,000 11,672,170 
os De eteteatranae le : eee 15,131,309 3,014,143 11,850,794 12,446,064 3 286, 372 2 150,000 10,383,433 
aid oer olawk: ese oa eare ete we ce : 12,789,659 1,779,593 10,638,478 11,056,341 4,57 9 897 150,000 8,488,774 
NS ye 2c Sinstales gai Saree Dart Dsts 10,394,573 1,762,657 7,955,534 8,279,972 3, § 150,000 6,103,547 
NEI Gi ooks 07/6, Sountaten et Soe Sateen ord 8,173,456 1,750,675 6,001,256 6,266,914 2,< 75,000 4,695,973 
1. 1 Ra ge AS acre aera OP ert oe 6,744,066 1,318,525 5,124,642 5,339,405 2,38 45,000 4,202,904 
SS ebinae?t Range hae te Seces 5,838,952 1,286,019 4,798,153 4,971,052 2,4 45,000 3,825,808 
NED op dice sii: aera e8 sm os 4 649,525 3,759,930 3,910,066 ¥; 609, 276 eceeawes 3,087,934 
PRR Mies Xora cnvre (alm tects oss eae chen Kewe Sew 3,932,970 3, ,604,745 3,718,894 1,635,090 aeiemtcralace 3,113,695 
1S NORES Ie a ora are ee etearr re SS aes 3 260,421 22 3,090,365 EIGER sasunees 2,483,143 
BIS oe rata aie oO oie eusretae See iene 2, "807, 219 2 4( 2,670,452 Ce er 1,205,643 
MURS coy coos: 6.4.6 aves Tasos erara cactarahetans 1,362,842 58, ‘986 629,715 \; ee See 29,931 

(a) Includes $1,000,000 stock dividend. (b) Includes $750,000 stock dividend. 


capitalization of $2,500,000. According to The 
Insurance Year Book, the book value of the 
stock was $260 per share as of December 31. 
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Insurance Advertising Conference 


CONFERENCE OPENS 


Large Representation of Insurance 
Men in Detroit 





C. E. RICKERD STRIKES KEYNOTE 


President W. W. Ellis in Chair—Helping 
Our Agents Sell Is Theme 
[By W. Eucene Roescy] 

Detroit, Micu., October 18.—Facing about 
70 members, W. Warren Ellis, president of the 
Insurance Advertising Conference, opened the 
annual meeting of that organization at the 
Hotel Tuller here this morning. Mr. Ellis, 
who is manager of sales promotion for the 
Commercial Union Assurance Company, said 
that the individuals in the conference were not 
there to attempt any radical departure in insur- 
ance advertising, but were present to improve 
that advertising and so help the insurance busi- 
ness. The two big problems before the con- 
ference, declared its president, were first, how 
4o make the material brought out at group ses- 
sions of real benefit to agents, and second, how 
to solve the question of public relations. 

The address of welcome was delivered by W. 
J. Reineke, president of the Michigan Associa- 
tion of Insurance Agents, who during the 
course of his remarks, said that it was up to 
the conference to evolve some successful plan 
for showing the real story of insurance in its 
true light before the public eye. 

The keynote of the entire conference pro- 
gram “helping our agents sell” was struck by 
C. E. Rickerd, manager of the 
Standard Accident Insurance Company of De- 
troit, in a talk that dealt with the possibilities 
of advertising from the agent angle. “To the 
average agent advertising is just advertising, 
but to the agent who wses it as a motivating 
force in his business it is a genuine aid to sales- 
manship,” said Mr. Rickerd. Advertising is 
salesmanship, contended the speaker, and the 
twofold job of the members of the Insurance 
Advertising Conference is to sell the advertis- 
ing idea to the insurance companies and to sell 


advertising 


insurance to their agents by advertising. 
Announcements regarding plans for to-mor- 
row’s activities, made by President Ellis of the 
conference, followed Mr. Rickerd’s address. 
A feature of the general session this morn- 
ing was a talk made by Leo Thomas of De- 
troit, who is hailed as the world’s record holder 
for individual life 
produces between $5,000,c00 and $7,000,000 of 
life insurance yearly. Mr. Thomas went into 
the life insurance field in 1913 at the age of 21 
as a representative of the Prudential but it was 
until he came to Detroit in 1921 and evolved 
his plan of being an insurance counselor that 
he made any notable success. Beginning with 
9 clients secured as the result of 20 letters he 
sent out, Mr. Thomas wrote $1,454,000 of busi- 
ness the first year in Detroit, wrote $3,100,000 
(Concluded on page 27) 


insurance sales and who 





Cc. S. S. MILLER PRESIDES AT FIRE 
GROUP 


Variety of Subjects Discussed at Ad Con- 
ference Session 

[Special Dispatch from a Staff Correspondent] 

Detroit, Micu., October 18—Chauncey S. 
Miller, advertising manager of the North 
British and Mercantile Insurance Company, 
presided as chairman of the Fire Insurance 
Session of the Insurance Advertising 
Conference here this afternoon at the Hotel 
Tuller. This was the first meeting of the fire 
eroup, a second gather:nge being scheduled for 


Group 


to-morrow. 

Co-operative advertising, advertising ideas of 
rural agents, distribution of insurance litera- 
ture, direct-mail campaigns and similar topics 
were taken up by the fire insurance men. Clar- 
ence A. Palmer, advertising manager of the 
Insurance Company of North America, dis- 
cussing literature sent to agents, said that there 
was too much of this material going out and 
that this method of reaching agents has grown 
to such a point that his company must print 
200,000 circulars before it can determine the 
effect of a certain appeal. “The agent does 
not know how to use the literature we send 
him,” says Mr. Palmer. He urged that sample 
literature be sent to agents first in order to find 
out whether it will succeed or not. Such litera- 
ture should not overstress the importance of 
the particular insurance company’s name, he 
contended. C. E. Freeman, advertising man- 
ager of the Continental, said that the America 
I‘ire Group sends literature to agents only on 
request and mails samples of new folders, with 
an order coupon to about 30,000 agents. 

John W. Longnecker, advertising manager 
of the Hartford Fire, dealt with the 
of co-operative advertising both to local agents 
and Miss Alice E. Roche, of the Paret agency 
in New Jersey, discussed the effect of direct- 
mail campaigns from the standpoints of the 
general agent and the subagent R. A. Snider, 
associate publisher of the Underwriters Re- 
view, gave the fire group the results of an ad- 
vertising questionnaire sent out to agents in 
rural communities of the agents reached, 17 
per cent thought that the insurance company 
name when it should 


subject 


often stresses its own 
stress the standing of the agent; 26 per cent 
of the agents said that form letters, sent out 
by the company, were the most éffective kind of 
company co-operation they received; 7 per cent 
of the agents believed in window posters, and 
16 per cent of them said they had had no co- 
operation at all from the companies. 

The fire group session closed with a sympo- 
sium by local agents on the subjects of “What 
Is the Best Service the Advertising Depart- 
ments of My Companies Can Render Me” and 
a talk on Advertising Arrangement and Lay- 
W. Livingston Larned, vice-president 
During the agents’ 


cut, by 
of the Ethridge Company. 
symposium, Warren Wilson of Detroit and C. 
D. Willson of Fort Wayne took leading parts. 


22 


ACCIDENT SALES 


Only 1 Out of 12 Eligibles Carries 
This Insurance 


RAY L. HILLS GIVES GOOD ADVICE 


Life Disability Clause “Gap That 
Should Be Bridged” 


Calls 


[By a Starr CoRRESPONDENT] 


Detroit, Micu., Oct. 18—Ray L. Hills, as- 
sistant vice-president of the Great American 
Indemnity Company, New York, addressed the 
Insurance Advertising Conference here today 
‘rn the subject of “Accident Insurance Sales 
and Service Analysed.” Reviewing the dangers 
to which individuals owed their injuries in the 
seventeenth century, as revealed in 
from diaries of the time, Mr. Hills brought his 
topic up to date when he said: 


excerpts 


According to one of the most recent surveys 
made by the Reconstruction Hospital in New 
York city, one person in nine meets with an ac- 
cidental injury each year; one out of every ten 
deaths is accidental; there are over tweive mil- 
lion accidents every year in this country, 23 
every minute, 1380 every hour; and annually 
more than 100,000 persons lose a limb by acci- 
dent. These facts are from an unprejudiced 
source. Th‘s estimate of the frequency of dis- 
abling injuries and proportion of accidental 
deaths, coincides with the experience of acci- 
dent and life insurance companies. 

Every individual dependent on his earnings 
should be prepared to face these hazards. When 
a few hundred dollars represents the average 
savings bank account, how long would such an 
amount last during a_ disability, with pay 
stopped and expenses increased? Certainly the 
average man cannot insure himself against dis- 
ability and it is not business-like to jeopardize 
his nest-egg. 

Accident insurance is the relief for economic 
loss through injuries and accidental deaths, de- 
clared the speaker, who told his hearers that 
only about one in twelve eligible persons car- 
ries accident insurance. Agents should make 
use of the newspapers to furnish them selling 
talks on this line, which is not the specialized 
field that many casualty agents consider it. Mr. 
Hills called the disability clause of the average 
life insurance policy “a gap that should he 
bridged” and pointed out that accident insur- 
ance would accomplish this. “This is the era 
of the multiple-line agents, when customers are 
worth more than mere sales and each one 
should be fully protected, not only for the self- 
ish reason of increasing income, but in self- 
defense to preserve one’s business,” the speaker 
contended. Permanence of business is what 
counts, Mr. Hills declared, and the problem 
that confronts advertising men in the accident 
busines is to get more agents started on that 
line. The first year’s writing should be con- 
sidered as the start of the game, and agents 
should be instructed to so sell and administer 
the business that it renews to the satisfaction 
of all concerned. 
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Insurance Advertising Conference 








VALUE OF ADVERTISING 


s, C. Doolittle Explains Methods of 
Fidelity and Deposit 


RESULTS ARE WORTH WHILE 





Familiarizing Agents and Brokers With 
Company’s Name Is Real Return 
[By a Starr CorRESPONDENT] 

Detroit, Micu., October 19.—Declaring that 
the most important result of advertising by in- 
surance companies in insurance journals has 
heen to make the name and business of any 
siven company familiar to agents and brokers 
ail over the country, S. C. Doolittle, advertis- 
ing manager of the Fidelity and Deposit Com- 
pany of Maryland, Baltimore, addressed the 
Insurance Advertising Conference at its an- 
nual meeting here. In a talk entitled “The Re- 
sults of Three Years of 
Paper Advertising,” Mr. Doolittle reviewed the 
work done by the Fidelity and Deposit along 
this line, saying that the company’s first step 
in this direction was taken in 1921 when it 
thus announced the details of a production 
Speaking of the use of inquiry cou- 


Insurance Trade- 


contest. 
pons in connection with his compay’s advertis- 
ing, Mr. Doolittle said 


At the end of the first year under this new 
system our records showed that we had re- 
ceived inquiries from 145 agents. Sixteen of 
these agents were ultimately appointed to repre- 
sent the company and brokerage connections 
were made with 15 others. 

In 1925, 8 inquiries were received and fif- 
teen agents appointed. So far this year 60 in- 
quiries have been received and nine agents ap- 
pointed. 

Each inquiry is personally acknowledged on 
the day it reaches the home office. At the same 
time a carbon copy of our acknowledgment is 
mailed to the general agent or branch office in 
whose territory the inquirer is located. The 
office is then asked to follow up the inquiry and 
tonotify the advertising department of the final 
outcome, so that we can close our files. 

At intervals after referring these inquiries 
to our field offices, they are followed up until 
we learn definitely whether or not the agent 
was appointed and if not, why not. A card is 
made out for each inquire and on it appears 
his name and address, the title of the advertise- 
ment from which the coupon was clipped, and 
the date of issue. The date on which the in- 
quiry was referred cut to the field office and 
the dates of our follow-uns also anpear, as well 
a note stating the final disposal of the case. 
Most of the inquiries which did not result in 
agency appointments were from agents located 
in towns in which the company was already 
well represented, Mr. Doolittle declared, imply- 
ing that this showed that there was no appar- 
ent waste in the advertising. The advertise- 
ments of his company have been keyed during 
the last two years, thus enabling him to deter- 
mine the extent to which insurance journals 
reached the desired market. Regarding the re- 
sults obtained by Mr. Doolittle 
said: 


advertising, 


The home-office records show, however, that 
the subagents appointed in branch office terri- 
tories during 1924, 1925 and 1926, as a result 
of our insurance magazine advertising, have 





Public Relations 


By W. W. EL ts 
Manager, Sales Promotion Department, Commercial Union Assurance Company, and Presi- 
dent, Insurance Advertising Conference 


It is a common sight at a meeting of the In- 
surance Advertising Conference to see a group 
of advertising managers, representing life, fire 
and casualty companies, discussing some prob- 
lem of mutual interest. 

A life insurance representative has a definite 
solution to a problem that has been bothering 
a fire insurance advertising manager; or per- 
haps it is a suggestion with which they can 
The ideas and experi- 
ences are pooled and from that comes a higher 
type of insurance advertising with a saving of 
time and expense for each individual to make 
his own tests and experiments. 


help the casualty man. 


A Bic Pror.temM 

As a group of paid representatives in the 
employ of the companies it is only logical that 
a deep interest should be displayed in the big 
problem before the company executives: public 
It would seem logical, too, that these 
men could make suggestions that would bring 
about a better understanding of the insurance 
business by the public. 


relations. 





written to date more than $8000 in premiums 
and that their production is increasing each 
year. 

This is not a startling sum by any means, 
but is better than nothing and it does help pay 
our advertising bills. It is probable, if we 
could check up on the business written as a re- 
sult of ali the new connections made as a re- 
sult of our advertising, that the above figures 
would be doubled, inasmuch as the ratio of 
agents appointed in branch offices, territories to 
those in general agents’ territories, plus those 
with whom brokerage connections were made, 
is just about 50-50. 

The value of advertising in insurance jour- 
nals as a means of introducing the company to 


the field was indicated by Mr. Doolittle when, 


in closing, he said: 

It is fairly obvious that the name of the 
company is not altogether indicative of the 
business in which it is engaged. Despite the 
fact that the company had been active for 31 
vears prior to the time it began to use the ad- 
vertising columns of insurance trade papers, 
our special agents used to find it necessary to 
do quite a bit of explaining when they intro- 
duced themselves to a prospective representa- 
tive as Soandso, of the Fidelity and Deposit 
Company. Nowadays, our specials tel! us that 
in nine cases out of ten, mere mention of the 
Fidelity and Deposit’s initials is sufficient iden- 
tification. 

James C. Blainey Goes With National 
Liberty 

The National Liberty Group announces the 

appointment of James C. Blainey as_ special 


agent in Western Pennsyivania and West Vir- 


ginia. 

Mr. Blainey will be in charge of the Balti- 
more American and the Peoples National in the 
Pennsylvania territory west of Altoona, and 
will represent the National Liberty and Balti- 
more American in the West Virginia territory. 
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ance business by the public. 

It is admitted that once the public has the 
true picture before it of what the insurance 
business means to the country as well as to 
the individual, the problem is nearing a solu- 
tion. 

The story is told in advertising circles of 
how a telephone company was faced by local 


prejudice. Rather than have the “big grasp- 
ing” (as it was called) corporation “get a 


strangle hold” (again we quote) on the tele- 
phone service of the locality, local business men 
built their own exchanges and did a local busi- 
ness. 

3y showing these towns the picture of an 
adequate and nation-wide service and pointing 
out the advantages of being able to reach, in 
a minute, any city outside a small radius, grad- 
ually the local feeling was explained away un- 
til a comprehensive service could be introduced. 


TELL THE PuBLic 

The public wants to be fair. State officials, 
on the whole, are honorable and able men. In- 
dividuals are ready to listen to the insurance 
story when it is put in a broadminded way and 
given its proper place in sound economics. 

The Insurance Advertising Conference, be- 
cause it is handling problems of advertising, 
selling and distribution, would seem to be able 
to turn this training and experience into a cam- 
paign for getting a better public understanding 
of the insurance business as a whole. 

Perhaps no expenditure of money is more 
bitterly repented than the expenditure of an 
insurance premium by the individual. In the 
case of fire and casualty insurance, he is largely 
paying for an intangible service that may or 
may not be of use to him. The insurance pre- 
mium is one of the first things thought of when 
a period of retrenchment or financial 
gency comes. 


strin- 


Wovtp LeEsseEN RESISTANCE 
If the public understood exactly what the 
service of insurance was doing for all economic 
life, the resistance to insurance payments would 
be lessened. The insurance could 
be extended to reach more people in a more 
satisfactory way as fast as 


service of 


their interest and 
appreciation of the insurance business devel- 
oped. 

The insurance business must be a “public” 
business. As a “public” business or a business 
serving the public—the influence of the busi- 
ness, conducted soundly, should be known and 
understood by every one paying a premium. 

The Insurance Conference 
through its members who are handling the de- 
tails of explaining policies to the public, should 
at all times be able to present intelligently a 
plan of reaching the public with an even very 
much bigger story—the insurance business it- 
self. 


Advertising 
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Why and How the Insurance Conference Came Into 


The Insurance Advertising Conference wis 
not born. It just grew. Brought into existence 
by dire necessity—there was need for it. From 
the beginning it had a definite place in the 
great business of insurance. It is doing what 
it was created to do. 

It is necessary to go back, in memory or in 
imagination, to the days before 1923, to realize 
the situation and to appreciate the necessity for 
the Insurance Advertising Conference. 


GENESIS OF THE PLAN 


In the early twenties the idea of having ad- 
vertising departments, as a part of the home 
office staffs of insurance companies, had be- 
come firmly fixed in the minds of many execu- 
tives. New men were being called into these 
advertising departments; that is, men new to 
the work they were expected to do, and these 
men had no training in insurance advertising 
theory or practice—for the perfectly good rea- 
son that there was no organized insurance ad- 
vertising experience. They came into insur- 
ance advertising either from some other branch 
of the insurance business or from some other 
kind of advertising. 

There was nowhere these men could turn for 
counsel and advice. There was nobody to 
guide them. They had no insurance advertis- 
ing textbooks or literature; no data files. They 
faced a situation as difficult as the establishing 
of underwriting policy or the making of a 
rate for a new kind of insurance. Each in- 
dividual had to map out his own course and 
lay down his own policy, and go ahead with 
only his instincts and judgment as a cuide. 

Having no recognized authority, what was 
more natural than that they should turn to 
each other? The younger, newer men looked 
to the few who had been at the work a little 
while longer, seeking for a little inspiration 
and encouragement, a tip about a pit-fall here 
and a suggestion of a likely course to follow 
somewhere else. It was a Simon-pure case 
of birds of a feather flocking together. 

The advertising business has always been 
strong on conventions, clubs, and an exchange 
of opinion or experience. Perhaps that is why, 
as a business, advertising has made such won- 
derful headway in a comparatively short time. 
Anyway, these early advertising men working 
for insurance companies, fire, life, and casualty, 
knew that their fellow-workers in other lines 
received great good from talking advertising 
with advertising men. 

The inevitable happened. Several vears be- 


fore the Insurance Advertising Conference 


into existence, groups of company ad- 


came 
vertising men, located in the Eastern cities, 
just naturally got together in a series of round- 
table discussions, in New York, in Hartford, 
and in other places, to discuss what was hap- 





Existence 


pening in the new and rapidly growing activity. 

Great pains were taken, at first, to keep 
these meetings informal, and to avoid all ap- 
pearances of an organization. There were no 
officers. Somebody would take the chair and 
conduct the meeting, but all the record that 
was made was a minute of the things that were 
said, and who did the talking. Even these 
notes were boiled down so that they serve no 
useful purpose now. No dues were charged, 
and the cost of the lunch, if there was a lunch, 
was “dutched.” No recommendations for the 
conduct of insurance advertising were made. 
If a question came up on which one man had 
experience, he would tell how he handled the 
situation, and the rest could follow his example 
or disregard it as they saw fit. 


SECRETS AND ADVERTISING Don’t Mix 

It was soon apparent, however, that secrets 
and advertising do not seem to mix at all. 
Without doubt these early meetings helped cor- 
rect a lot of wasteful practices and so proved 
of real benefit, both to advertising and pub- 
licity managers and to the companies repre- 
sented. 

Practically all clubs, groups, or other organ- 
izations of advertising men are affiliated in 
some way with the old Associated Advertising 
Clubs of the World (now called the Interna- 
tional Advertising Association). In 1923 the 
world’s advertising organiza- 
tions was held at Atlantic City. The pioneers 
in the insurance advertising work planned to 
attend that convention. The idea of holding 
one of the group meetings in connection with 
the bigger convention was talked about quite 
generally, and some time before the meeting 
date J. W. Longnecker, advertising manager of 
the Hartford Fire Insurance Company, and 
Leon A. Soper, manager of the sales promotion 
division of the Phoenix Mutual Life Insurance 
Company, got together on a letter, which Mr. 
Soper sent to about fifty men connected with 
life and casualty companies and Mr. Long- 
necker sent to about forty men connected with 
fire insurance companies. The following is a 
copy of the letter: 


_ A few of us folks who are connected with 
insurance advertising felt that it would he a 
good plan to get together informally at some 
time during the convention of the Associated 
Advertising Clubs at Atlantic City (June 3 
to 7 inclusive). The program committee has 
reserved a room for us (place to be announced 
later), and we shall meet Wednesdav morning. 
June 6. A number of companies have already 
signified their intention to be represented there. 
; It is our purpose to devote the morning to an 
interchange of ideas and experiences under the 
general topic of “Merchandising Insurance Ad- 

vertising.” 
Some of the subjects that will be discussed 

are: 
1—Fffective and Fconomical Distribution 
of Booklets, Folders and Other Public- 
ity Material. 


convention of 
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2—Efficient Use of Advertising Special 
3—Adaptation of Film Advertising to rm 


surance. 
4—Reducing Selling Costs With National 
Advertising. 
5—Sales Co-operation With Direct-Majj 
Advertising. , 


Several days could doubtless be given to any 
one of these subjects, with profit to those pres. 
ent. This, however, is intended only as a bp. 
ginning of what it is hoped may result in a 
periodical “get together” of those who are ip. 
terested in the progress being made with ad. 
vertising in our business. 

The program will take more definite shape jn 
a few days. We should like very much to haye 
you or one of your representatives there. Are 
you interested? 


First ProcramM CoMPLetep 

That letter received a very cordial reception: 
so enthusiastic, indeed, that Mr. Soper and Mr. 
Longnecker conferred with advertising men in 
New York and made up quite a tentative pro. 
gram, the feature of which was the tak 
“Awakening the ‘Sleeping Giant’,” by Winslow 
Russell, vice-president of the Phoenix Mutual 
Life Insurance Company of Hartford. 

The promised meeting took place promptly 
at 10 a. m., June 6. About this meeting, and 
among other things, the minutes state: 

Before taking up the round table discussion 
there was some talk of perfecting a nermanent 
organization, which might become affiliated with 
the Associated Advertising Clubs of the World 

Mr. Woodbridge, representing the Associated 
Advertising Clubs, explained the necessary 
steps to be taken. 

It was moved by Chauncey S. S. 
duly seconded, that a permanent 
be perfected. 

The motion prevailed. 

Leon A. Soper was nominated for president 
The nomination was seconded. 

Edward A. Collins was nominated for vice- 
president and his nomination was seconded. 

J. W. Longnecker was nominated for secre- 
tarv-treasurer. This nomination was seconded. 

Upon motion, duly made and seconded, the 
nomination of officers were closed and the 
nominees unanimously elected by aye and nay 
vote. } 

The newly elected officers took their post- 
tions. 

Then the group busied itself with other de 
tails of organization, all of which are fully 
covered by the very complete set of minutes in 
the hands of the present secretary, and we then 
find that it was: 

Moved by C. S. Crummett, of the Americat 
Mutual Liability Insurance Company, Boston, 
Mass., that J. W. Longnecker and one or mort 
members to be selected by him, be appointed @ 
committee to retire and draw up a constitttton, 
and by-laws, including a Srandard of Prac 
tice. 


Miller, and 
organization 


STANDARD OF PRACTICE IN CONTITUTION 

That motion carried and Mr. Longnecker, 
and A. W. Spaulding, of the Hartford Ace 
dent and Indemnity Company, went out and in 
a hour or so came back with the constitution 
under which the new organization got the name 
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it now bears, “The Insurance Advertising Con- 
ference.” The interesting feature of this con- 
stitution, the one thing that lifted it out of the 
ysual run of such documents, was the fact that 
the Standard of Practice under which the con- 
ference was to grow and flourish, was written 
right into it. This statement is worthy of 
space. It is the declaration of principles, the 
creed and the commandments of the men 
engaged in the advertising work of the com- 
panies. It reads : 

First—Insurance being a service touching 
intimately the life of the individual and form- 
ing the foundation of the great fabric of in- 
dustry, commerce, agriculture, merchandising 
and manufacturing, recognizes that the great 
attribute of successful, efficient advertising is 
truth; truth in statement, in illustration and in 


premise. : : 
Second.—We shall at all times and in all 


ways encourage and promote clean, clear. in- 
formative advertising measured by the highest 
ideals of service to the public and fair and 
ethical relations with all those engaged in the 
insurance business. 

Third—We shall at all times and in all ways 
he actively constructive in all our advertising, 
building a better understanding of the broad 
principles of protection and indemnity provided 
by the various forms of insurance. 
“Fourth—We shall endeavor to increase the 
eficiencv of insurance advertising and to im- 
prove the craftsmanship of those of our mem- 
hers who create any of the various forms of 
insurance advertising, by a close study, thor- 
ough analysis of the principles of insurance ad- 
vertising and a liberal interchange of experi- 
ences and opinion to the end that there may be 
4 permanent betterment in all forms of insur- 
ance advertising.” 


A ComPaANy ORGANIZATION 

As new constituted, the Insurance Advertis- 
ing Conference is an organization of company 
representatives, for the constitution provided 
that 

Active members shall be those accredited 
representatives of insurance companies who 
have as a part of their duties the creation, 
supervision or control of the advertising policy 
of the several companies. 

Only active members are entitled to vote in 


the affairs of the conference. All others, and 
this includes local agents, are classed as asso- 
ciate members. 

That was the manner 1n which the Insurance 
Advertising Conference came into being. 


TUESDAY GROUP SESSIONS 
R. C. Dreher Describes Results of Analysis 
of Auto Insurance Sales 

[Special Dispatch from a Staff Correspondent] 

Detrorr, Micw., Oct. 10—Yesterday’s ac- 
tivities at the semi-annual meeting of the In- 
surance Advertising Conference here in the 
Tuller Hotel were divided into a general ses- 
sion in the morning and group sessions of fire, 
life and casualty members in the afternoon. 
Today the group sessions were held this morn- 
ing and the general session later in the pro- 
ceedings, 

During the life group session, E. Chester 
Sparver, of the Connecticut Mutual Life, 


talked on conservation through advertising; J. 
H. Castle Graham, director of field service 
(Concluded on fage 38) 


TO MEET IN HARTFORD 


Conference Will Hold Annual Session 
Next June 


HOLCOMBE TROPHY TO HARTFORD 
FIRE 


John W. Longnecker Wins Second Leg on 
Cup—Conference Membership 
Increasing 
[Special Dispatch from a Staff Correspondent] 

Detroit, Micu., Oct. 19.—The next meeting 
of the Insurance Advertising Conference which 
closed its semi-annual convention at the Hotel 
Tuller here today will be held in June at Hart- 
ford, Conn., on a date yet to be decided. Vari- 
ous insurance companies having their home of- 
fices in that city have offered the conference the 
use of their auditoriums in which sessions can 
be held, and since the total membership of the 
conference is now 228 a large turnout is ex- 
pected for the annual gathering next summer. 

The Holcombe trophy, the Grand 
insurance advertising, was awarded for the sec- 


Prix of 


ond consecutive time to the Hartford Fire In- 
surance Company, of which John W. Long- 
necker is advertising manager. Announcement 
of this fact was made at the luncheon meeting 
today, over which W. Warren Ellis, president 
of the conference presided, by Verne Tucker, 
of the Apel Tucker Studios of Detroit, who 
was the scheduled speaker. The six companies 
whose advertising campaigns were judged next 
best were in order as follows: London Lif<, 
Imperial Life, Equitable Life of Iowa; United 
States Casualty Company, Standard Accident, 
Company of North America. 
Holcombe 


and Insurance 


The committee of judges for the 
trophy was composed of Chairman George B. 
Hotchkiss, head of the advertising department 
at New York University; Roger B. 
eral counsel of the New York Railways, and 
Robert Tinsman, president of the Federal Ad- 
vertising Agency. 


Hull, gen- 


The most outstanding event of this semi- 
annual meeting of the Insurance Advertising 
Conference was undoubtedly the decision of the 
conference to attempt a solution of the problem 
of public relations as described in another ar- 
ticle in this issue of THe Specrator. What- 
ever such plan the conference may evolve wi!l 
be submitted to the National Board of Fire 
Underwriters and the International Associa- 
tion of Casualty and Surety Underwriters for 
their consideration and the progress of this 
movement will be the cynosure of insurance 
eyes. The election of new officers of the con- 
ference does not take place until the June meet- 
ing. 
The 
humorous symposium on getting new members. 
This was concocted by John Hall Woods, of the 
Great Northern Life; H. E. Taylor, of the 
American Insurance Company, and Almon 
Spaulding, of the Hartford Accident on one 
side., and E. L. Sullivan and Jerry Snider on 
Done in fun it was the actual re- 
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conference convention closed with a 


the other. 


PUBLIC RELATIONS UP 


Ad Conference Finds Fire and Casu- 
alty Men Interested 


INTERNAL EDUCATION PLANNED 


Solution of Problem May Be Near—Indi- 
vidual Members of Conference Avail- 
able for Work 
[Special Dispatch from a Staff Correspondent] 

Detroit, Micu., October 18.—“Public rela- 
tions” a matter of prime importance to the in- 
surance business was the subject of a special 
business meeting of the Insurance Advertising 
Conference as a part of their regular semi-an- 
nual conference being held at the Hotel Tuller. 

W. W. Ellis of the Commercial Union As- 
surance Company, Ltd., president of the con- 
ference presented to the meeting letters from 
W. E. Mallalieu, general manager National 
Board of Fire Underwriters, and President E. 
A. St. Jehn of the National Surety Company, 
president International Association of Casualty 
and Surety Underwriters which voiced the in- 
terest of these two associations in any recom- 
mendations on the part cf the Insurance Ad- 
vertising Conference looking toward a solution 
of the “public relations” problems. 

The program, which efter discussion in the 
conference and further work by conference 
committees, will be presented to the National 
Board of Fire Underwriters and the Interna- 
tional Association of Casualty and Surety Un- 
derwriters will stress the urgent need of first 
thoroughly educating those within the business 
of insurance with the real importance of in- 
surance in social life of 
America, so thtt the business may be presented 
along with its managerial policies in their true 


the and economic 


value as those actively connected with the busi- 
ness come in contact with the insuring public. 

This program of educaticn will be directed to 
home office officials and employees and the com- 
pany’s local agency forces. 

This special meeting devoted to public rela- 
tions is the feature of the conference conven- 
tion devoted to the subject “how can we help 
our agents produce more business ?”—and it is 
felt that such a program would be their most 
agency stccess 
as it would be directed toward the breaking 
public sales resistance through the 
process of constructive education. 

President Ellis was authorized by the con- 
ference to draft the services of any individual 
member in the working out of the program by 
its public relationship committee, of which 
George E. Crosby, Jr., of the A*tna Insurance 


valuable contribution to local 


down of 








sult of a campaign for new members in which 
the Sullivan-Snider combination won a dinner 
from the others by getting the greater number 
of new applicants. Mr. Woods, who is chair- 
man of the membership committee of the con- 
ference, stated that in all forty new members 
have been secured, bringing the total to 228. 
Company is chairman. 
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N. & E. FLORIDA 


R. F. Valentine, Manager, 
2152 Boulevard, 
Jacksonville, Fla. 
S. W. FLORIDA 
Wm. E. Hand, Manager, 
114 West Magnolia St., 
Lakeland, Fla. 
NORTH & SOUTH CAROLINA 
CENTRAL & NORTH GEORGIA 
J. F. Ouzts, Jr. 
Southern Manager, 
205-2-7-210-212 Amer. 
Bldg., Greenwood, S. Car. 


Bank 









District Managers Wanted in pros- 
perous open territory. 


FOR Agencies in Arkansas, Florida, 
Georgia, North Carolina, South 
Carolina, and Mississippi, write our 
Managers for your district. 


For District Agencies in other States 
write our Home Office. 
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TUG OF WAR — OUR POLICIES PULL THEM OVER 


ARKANSAS & N. E. LOUISIANA 


E. A. Stanley, Manager, 
519-520 Federal Bank & Trust 
Building, 

Little Rock, Arkansas. 


MISSISSIPPI 


W. D. Ratliff, Manager, 
Pythian Castle, 

Jackson, Miss. 

B. R. Kuykendall, Manager, 
DELTA COUNTIES, 

Drew, Miss. 


ESERVE LOAN LIE 


INSURANCE COMPANY 
[—_ INDIANAPOLIS, INDIANA. — 
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sAYS LIFE COMPANIES SHOULD 
ADVERTISE MORE 
Leo Thomas Thinks They Could Increase 
Present Records by So Doing 

[Special Dispatch from a Staff Correspondent] 

Detroit, Micu., October 18—Seneca M. 
Gamble, advertising manager of the Southern 
States Life, presided at the First Life Insur- 
ance group session of the semi-annual meeting 
of the Insurance Advertising Conference m 
this city to-day. Alvin T. Haley, sales pro- 
motions’ manager of the Jefferson Standard 
Life: John Hall Woods, advertising manager 
of the Great Northern Life and chairman of 
the membership committee of the conference; 
G. G. Terriberry, of the Life Insurance Sales 
Research Bureau, and Leo Thomas, Star Life 
Insurance producer of Detroit, addressed the 
gathering. 

Mr. Thomas said that the life insurance com- 
panies pay too little attention to advertising 
hecause they have heen doing such a great busi- 
ness without it. He indicated that with proper 
advertising they could do even better. He also 
indicated his belief that insurance advertising 
should explain the policy contracts. Mr. Haley, 
in his talk on “The Agent’s Attitude Toward 
Advertising” said that he believed agents ap- 
preciated insurance advertising and the help it 
was giving them. He differed from Mr. 
Thomas in his belief that advertising of this 
kind should explain the contract, contending 
that the advertising should rather tell what in- 
surance can and will do for the prospect. 
“Agents are interested in stories telling what 
insurance will do rather than in those telling 
what insurance is,” said Mr. Thomas. 

Leon A. Soper, advertising manager of the 
Phoenix Mutual Life, said that not many life 
insurance salesmen appreciate the real value 
of insurance advertising atid that the companies 
have many men getting Lundreds of dollars in 
commissions through the appeal of advertising 
specialties who are themselves not consc‘ous of 
the effect of those specialties in closing their 
sales. “Advertising is an insurance force pay- 
ing big dividends but agents do not appreciate 
it as they should and often do not use it to the 
best advantage,” said Mr. Soper. 

Mr. Woods spoke on “arousing and holding 
agents’ interest in advertising’ and Mr. Terri- 
berry devoted his remarks to “advertising costs 
and the elimination of waste.” Mr. Terriberry 
indicated that waste in agency literature oc- 
curred often because the agent did not know 
how to use that which was sent htm. 


AWARDS FOR ADVERTISING 
Two Prizes for Best Company Production 

in Insurance Journals Announced 
[Special Dispatch from a Staff Correspondent ] 
Detroir, Micn., October 18—W. Warren 
Ellis, president of the Insurance Advertising 
Conference, at a special meeting held in con- 
nection with the semi-annual gathering of the 
conference at the Hotel Tuller here to-day, 
announced two new awards of merit to mem- 
bers. One was the Insurance Journal Advertis- 
ing Trophy awarded by the Rough Notes Com- 


pany and consisting of a bronze plaque to be 
given for the best advertisement produced with- 
in the year and printed in any insurance journal 
in the United States or Canada. A feature of 
this award is that a new plaque will be given 
each year and in addition to this plaque which 
goes to the winning company, special small 
medallions of the plaque will be given to the 
individual who originated the winning adver- 
tising. 

The other award is donated by the Weekly 
Underwriter and will be given for the best 
piece of advertising copy printed in any insur- 
ance journal in the United States and Canada 
between June 1. 1926, and June 1, 1927. The 
prize consists of two-round trip tickets to Ber- 
muda with a value of $300 in transportation. 
Judges for this prize, which will be chosen on 
the basis of usefulness to agents, will be 
three in number, one selected by the conference, 
one by the trade journals and the third by 
both of the others. 


Conference Opens 
(Concluded from page 22 
the second year and in his third year wrote 
$7,500,000. 

Mr. Thomas told the conference members 
that they must learn and know the problems of 
the field in order to carry out their duties 
effectively and urged them to explain insurance 
contracts in their advertising; put advertising 
in simple language, not to call the same policy 
an ordinary life contract, an endowment at age 
85, or whole life and stress the type of policy 
contract rather than the name of the company. 

In addition to those already mentioned 
George Cox, direct-mail specialist of Cox & 
Downey of Detroit, addressed the conference 
en the subject of “suing the mail.” Mr. Cox 
said that the main feature of advertising is to 
precede the salesman and to reduce, if possible, 
the cost of the sale. Advertising to a prospect 
should not so much sell him the insurance idea 
as tell him why he should have adequate cov- 
erage for his needs. Michigan has about $2,- 
000,000,000 of life insurance in force, declared 
Mr. Cox, but 90 per cent of the life insuarnce is 
sold by 10 per cent of its agents. Insurance 
agents should be taught to co-operate with 
trust company officials in the selling of any 
kind ‘of insurance, he contended, and went on 
to say that advertising containing the “scare” 
element is not usually successful. 

Miss Alice E. Roche of the Paret Agency in 
Newark and other New Jersey cities com- 
mented incidentally on various points in Mr. 
Cox's talk and said that a mail campaign that 
best serves the interests of the prospect does 
not always meet the agent’s idea of what he 
wants. Before the general session ended this 
morning, J. H. Woods, advertising manager of 
the Great Northern Life and chairman of the 
conference membership committee reported that 
31 new members had been gained since June. 

The conference sent a telegram of regret at 
his inability to be present to Luther B. Little, 
advertising manager of the Metropolitan Life, 
who is ill at a New York hospital. 


27 





CASUALTY GROUP SESSION 
Joseph R. Wilson Describes Sales Letter 
Campaign 
[Special Dispatch from a Staff Correspondent] 
Detroit, Micu., October 18.—The first 
gathering of the casualty group at the conven- 
tion of the Insurance Advertising Conference 
here at the Hotel Tuller met this afternoon 
with Leslie F. Tillinghast, agency assistant of 
the Great American Indemnity Company, in 
the chair. A feature of the many discussions 
that took place was a talk by Joseph R. Wilson, 
manager of the development division of the 
Maryland Casualty Company, on “Development 
Problems and How I Met Them.” Mr. Wilson, 
who is the author of “Casualty and Surety 
Salesmanship,” published by The Spectator 
Company, devoted most of his remarks to a 
description of sales letter campaigns saying 
that, in his case, the Maryland Casualty han- 
dles such campaigns itself for the agent and 
then bills the agent for the cost. In one in- 
stance, said Mr. Wilson, 150 letters sent out 
on behalf of a single agent produced 32 per 
cent of results. He never sends out more than 

4 letters in any given campaign. 

A. A. Klinko, editor of the American Agency 
Bulletin, made a talk on “How Local Agents 
Advertise,” and said that agents are unwilling 
to advertise their companies and often do not 
make use of the company material sent them, 
preferring to advertise their own personal ser- 
vice. 

George Brown, executive secretary of the 
Michigan Association of Insurance Agents, 
spoke on “Selling the Policy” and among other 
things said “the casualty companies not writ- 
ing personal accident insurance are overlooking 
a big bet and are failing in their duty to the 
public because next to life insurance there is 
no type of indemnity a man needs more than 
accident insurance. Sales agents are at fault 
because they do not really know their business. 

The casualty group closed its first session 
with a critical symposium of insurance advertis- 
ing in which E. A. Collins, assistant secretary 
of the National Surety and past president of 
the Insurance Advertising Conference; Edwin 
S. Gault, assistant secretary of the Fire Asso- 
ciation, and Seneca M. Gamble, advertising 
manager of the Southern States Life, took part. 
Mr. Collins said that local agents are anxious 
to do something for themselves in an advertis- 
ing way if they are piloted in the right direc- 
tion as an indication that abents will spend 
money for advertising specialties. Mr. Collins 
cited the fact that his company had sold 2500 
dozen sets of golf balls, specially prepared with 
the National Surety’s imprint, to its agents. 
The agents also paid for 800 souvenir fountain 
pens costing over $5 each. Agents using local 
newspaper advertising, said Mr. Collins, should 
change copy frequently and make sure that the 
text is timely. 


Merger of Land Insurance Companies 

The Florida Title Insurance Company of 
Miami has recently merged with the National 
Land Insurance Company of Los Angeles. 
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MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 








Woodward, Fondiller and Ryan 


CONSULTING ACTUARIES 


Actuarial and Statistical Service in all Branches 
of Insurance and for Pension Funds—Office Systems 
and Reorganizations—Insurance Accounting and 
Auditing. 


75 Fulton Street New York 
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DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 









































CONSULTING ACTUARIES 


Southeastern Trust Building 
ATLANTA, GEORGIA 














E. L. MARSHALL 
CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 





: S——— 
Prominent Agents and Brokers Actuarial Actuarial 
LEON IRWIN $00. ino. New Orleans, La. —— 
epresenting : / 
natanas™ “Gace “tare« | | GEORGE B. BUCK HENRY R, CORBETT 
ford NewYork Casualty Co. ACTUARY ACTUARY 
. ~ "weed ——— eens Specializing in Employees’ Specialty — Pension Funds 
National Union of i a sateen Benefit and Pension Funds and Employee’s Benefits, 
25 SPRUCE ST. NEW YORK 175 W. JACKSON BLVD. CHICAGO 
—} 
Actuarial 
SAMUEL BARNETT semieaiansés 
eBW AND E RMCRCEe WhLeiah Bey mitch legen ii 
. : INSURANCE LAWYER tatistician 
FACKLER and BREIBY S sand 
Consulting Actuaries 502 Forsyth Bldg. ATLANTA, GA. — 
Audits Calculations Consultations ——— 
Examinations Valuations 
50 BROAD STREET NEW YORK Underwriters 


Bureau, Inc. 





We render complete statistical service and 
relieve you of the pressure of annual statement 
filing. 

We are also equipped to prepare cancellation 
and reinsurance schedules, or handle any job 
where the use of tabulating machines or comp- 
tometers is desirable. 


Phones BEEKMAN 1461 


81 Fulton St. New York City 




















T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bidg., OKLAHOMA CITY, OKLA. 











A.SIGTENHORST,F. A.1I.A. 
CONSULTING ACTUARY 


National City Bank Bldg., 





WACO, TEXAS 

















JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 

LIFE INSURANCE—Ordinary, Intermediate, 

Group, Industrial and Special! Classes 
WORKMEN’S COMPENSATiON 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 

Cable Address: Gertract, New York 

165 BROADWAY NEW YORK CITY 








HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 

INDIANAPOLIS 
DENVER DES MOINES 


OMAHA 




















F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA 


usefulness. It helps sell big policies. 


NOW READY—NEW EDITION 


THE COST 
OF DYING 


By WILLIAM T. NASH 


Including the Federal Estate Tax 
Law of 1926 


This well-known leaflet has been the 


means of closing many “hopeless”’ cases 
for large amounts. Agents attest its 


THE COST OF DYING 











ABB LANDIS 
CLARENCE L. ALFORD 


Consulting Actuaries 


INDEPENDENT LIFE BLDG. 
NASHVILLE, TENNESSEE 











L. A. GLOVER & CO. | 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 


eile 








proves the need for life insurance to 
protect the estates of those of moderate 
means, as well as men of wealth. 


A difficult prospect, after reading 
THE COST OF DYING 


said: ‘‘No agent on earth could sell me life insur- 
ance, but I am going to buy a policy just the 
same”; and he signed up for $75,000. 


USE IT AND PROSPER! 


PRICES: 
SarnGlCOOE. 6c sciscccctaccccsceewene $ .20 
Wi COURS oe 6 ociiisic sco bce cela o sions 8.50 
100 Be’, igh elstacs Gece tc wale ene ane 15.00 
500 We! Log a leiwcat eels: Gsiaiane s:e lo eisaian Betas 60.00 
GUNN. Re see sine na itaceieerae molciebermeets 100.00 
Be soiecats-aceecieters sues csleeininary 400.00 


10,000 ‘* 
Orders ior single copies must be prepaid. 


Please remit by money order or bank draft 
on New York, to avotd exchange charges. 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 
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INSURANCE STOCK QUOTATIONS 
All Bills and Quotations Subject to Con- 
firmation 


The fcllowing quotations, as of October 18, 
1926, are from reliable houses, and if any of 
our readers are interested in stocks not appear- 
ing in this list, the Research Bureau of THE 
Spectator will endeavor to give to any cor- 
respondent whatever information may be de- 
sired. 

It can be readily understood that these quo- 
tations are not firm, due to the fluctuation of 
the market and are only intended to indicate 
the activity of their trading: 


Bid Offered 
Agricultural 
Ralph B. Leonard & Co., N. Y. 245 265 
Alliance Fire 
Gilbert Elliott & Co., N. Y........ 47 49 
American Casualty of Reading, Pa. 
Gilbert Elliott & Co., N. Y........ 30 40 
McCown & Co., Phila. and ; i Se 29 ins ee 
American Alliance 
J. K. Rice, Jr., SICO ING Wo i hacks 290 300 
Gilbert Elliott & Co., N. Y........ 290 300 
American Suiety 
Ours & Sanger, NOY 5. oes coadeus 183 186 
Gilbert Elliott & Co., N. Y... 183 186 
Gude Winmill & Co., N. Y........ 182 185 
Bankers’ & Shippers 
Gilbert Elliott & Co., N. Y........ 280 300 
Cnrtis ee Banger, NY ooo ss ce scene cers 285 295 
Camden Fire 
Ralph B. Leonard & Co., N Ee Shae 13 15 
McCown & Co., Phila. and N. 1334 144% 
Carolina Insurance 
Gude, Winmill & Co., N. Y........ 28 30 
J. K. Rice, Jr., & Co., Iie es SF eiote rads 29 30 
Gilbert Elliott & Co., N. Y........ 28 30 
Ralph B. Leonard & iGareNe Ve 28 31 
City of New York 
Gilbert Elliott & Co., N. Y........ 285 295 
Continental 
Gusts @ cangers NOV 3.25.66 ossices 130 133 
Gilbert Elliott & Co., op ee 130 134 
Gude, Winmill & Co., BNC SS oia8, dcr 130 132 
Ralph B. Leonard & Co. > ee 131 135 
Fidelity Phenix 
Gilbert Elliott & Co., N. Y........ 190 194 
Gude, Winmill, & Co., N. Y........ 190 192 
Carta & Sanger, N,V. oc... cece 188 193 
Ralph B. Leonard & Co., N. Y..... 191 194 
Fire Ass’n of Philadelphia 
McCown & Co., Phila. and N.Y... 52 5234 
Franklin Fire i 
J. K. ice as OG INOW occas 170 176 
Gilbert Elliott & Co., N. Y........ 170 175 
Gude, Winmill & Co., N. Y........ 170 175 
McCown & Co., Phila. and N. Y... 172 176 





Insurance 
Company 
Stocks 


Inquiries Invited 


GUDE, WINMILL & CO. 


Members New York Stock Exchange. 
tt WALE STF. 
NEW YORK 


Tel. Hanover 7520 














Girard Life, Phila. 
McCown & Co., Phila. and N. Y... 
Glens Falls 
Ralph B. Leonard & — INS Wiaseee 
Gude, Winmill & Co., N. Y 
Globe & Rutgers 
Gilbert Elliott & Co., N. ¥ 
Ralph B. Leonard & Co. 1. ik | oar 
Great American 
Gilbert Elliott & Co., N. V........ 
Gude, Winmill & Co., N. Y........ 
Hanover Fire 
J. K. Rice, Jr., & Co., N. Seats 
Gilbert Elliott & Co., N. 
Harmonia Insurance 
}. Be Rice: Je, & Co. Na Ye. 5. 
Home Insurance 
Gilbert Eltiatt: & Co., N. Y¥...:.... 
Ralph B. Leonard & Co., N. Y..... 
Gude, Winmill & Co., N. Y........ 
J. EK. Rice, Jr., & Co., N. 2 oer er 
Homestead 
Gilbert Elliott & Co., N. Y........ 
Importets & Exporters 
Curtis & Sanger, N. 
Independence Indemnity 
McCown & Co., Phila. and N.Y... 
Insurance Co, of Noith America 
Gilbert Elliott & Co., N. Y 
Ralph B. Leonard & ‘Co. 1. aes’ eae 
Insurance Securities Co., Inc. 
(Union Indemnity Group) 
Gilbert Elliott & Co., N. Y 
Manufacturers Casualty 
McCown & Co., Phila 
Milwaukee-Mechanics 
Curtis & Sanger, N. Y 
National Surety 
Curtis & Sanger, N. VY 2222 cs ee 
Gude, Winmill & Co., 
New Jersey Fire Insurance 
Gilbert Elliott & Co., N. Y........ 
Niagara Fire 
Gude, Winmill & Co., N. Y........ 
Pacific 
Gilbert Elliott & Co., N. Y........ 
Philadelphia Life 
McCown & Co., Phila. and N. Y... 
Reliance 
McCown & Co., 
Stuyvesant 
Gilbert Elliott & Co., N. ¥..6.2.%.:.. 


and N.Y... 


Phila. and N. Y... 


Gude, Winmill & Co., N. Y........ 
eS: Fid, & Guar. 

Gilbert Elliott & Ca Ne Wei eases 
U.S. Fire 

Gude, Winmill & Co., N. Y........ 

Gilbert Elliott & Co., N. Y..... 
U 


J. S. Merchants and Shippe rs 
Gilbert Elliott & Co., N. Y 
Victory Insurance 
McCown & Co, 
Westchester Fire 
Curtis & Sanger, N. V......ccccss 
Gilbert Elliott & Co., 
Ralph B. Leonard & Co., N. Y..... 
Gude, Winmill & Co., N. Y........ 
, me Mice, )F, & Co, Ne ¥ oe cccs 


HARTFORD ST 


Aetna Casualty and Surety 
Conaing & Co., Hartford........ <0: 
Markham & Company............ 
Roy T. H. Barnes & Co., Hartford. 
Aetna Insurance (Fire) 
Conning & Co., Hartford.......... 
Markham & Company............ 
Roy T. H. Barnes & Co., Hartford. 
Aetna Life Stock 
Conning & Co., Hartford.......... 
Markham & Company....... ; 
Roy T. H. Barnes & Co., Hartford . 
Aetna Life (Full Paid Receipts) 
Conning & Co., Hartford.......... 
henley & Compary.. 
Roy T. Barnes & Co., 
PC  iesiers ance 
Conning & Co., Hartford. 
Markham & Company Rr Mae are s.a 
Roy T. H. Barnes & Co., Hartford. 
Conn, General Life 
Conning & Co., Hartford.......... 
Markham & Comp: oN EEE 


Phila. and N. Y... 


“Hartford . 


Roy T. H. Barnes & Co., Hartford. 
Hartford Fire 

Conning & Co., Hartford.......... 

Markham & Company............ 

Roy T. H. Barnes & Co., Hartford. 


Hartford Steam Boiler 
Conning & Co., Hartford.......... 


M: rg ag Com pany panera 
Roy T. Barnes & Co., Hartfoid. 
National Fire 


National & Co., Hartford. .... 
Markham & Company. 
Roy T. H. Barnes & Co., 
A hoeni: x insur: ance 
Conning & Co., Hartford 
Mavkhan 1&C ompany. : 
Roy T. H. Barnes & Co., 
Travelers Insurance 
Conning & Co., Hartford.......... 
Markham & Company............ 
Roy T. H. Barnes & Co., Hartford. 


I faitford 


Hartford. 


NEW E! 


Ametican Investment Securities Co. 
has, 


A. Day & Co., Inc., Boston.. 


29 


NGLAND STOCKS 


Bid Offered 
14 
3814 40% 
39 41 
1400 1420 
1375 1425 
280 284 
281 285 
182 188 
183 188 
47 52 
333 337 
332 338 
332 336 
334 338 
23 26 
66 70 
330 
50 52 
51 53 
20 23 
31 35 
33 36 
214 218 
213 216 
33 36 
220 226 
95 105 
14 14% 
20 2014 
192 200 
194 200 
221 223 
135 142 
133 137 
245 250 
20 2014 
43 44 
4316 4414 
43 44 
43 44 
43 4416 
ag 730 
700 750 
700 730 
495 500 
490 510 
495 505 
950 560 
50 570 
550 560 
550 560 
550 570 
550 560 
190 200 
oa 210 
180 200 
1600 1650 
1600 1650 
1615 1640 
455 465 
455 470 
455 465 
645 655 
640 660 
640 650 
685 695 
‘ 715 
690 700 
560 570 
560 570 
560 570 
1135 1150 
1140 1160 
1140 1150 
7 + 84 


Boston Casualty 


Chas. A. Day & Co., Inc., Boston. . 16 25 
— Insurance c 
has. A. Day & Co., Inc., Boston. 6( 7 
Capitol Fire Ins. Co. iss ai 
Chas. A. Day & Co., Inc., Boston, 
NCEOENE Gs. or0.6: evra iradeine nace 94 
CEG eco ede a. Seat aa 275 
Columbian National Life Ins. Co 
Chas. A. Day & Co., Inc., Boston... 182 
Conveyancers Title Ins. Co. 
Chas. A. Day & Co., Inc., Boston. . 100 


Insurance Sec. of New Haven 
Ralph B. Leonard & Co., N. Y..... 83 83 
Mass. Bond & Ind. Co. 


Chas. A. Day & Co., Inc., Boston. 255 265 
Mass. Title Ins., pfd. 

Chas. A. Day & Co., Inc., Boston. . 40 60 
New Hampshire Fire 

Chas. A. Day & Co., Inc., Boston. . 358 368 


Old Colony Insurance 
Chas. A. Day & Co., Inc., Boston. . 210 
Providence W: ashington 


Chas. A. Day & Co., Inc., Boston. 305 315 
Springfield Fire & Marine 
Chas. A. Day & Co., Inc., Boston. . 460 465 


United Life & Accident Insurance 
Chas. A. Day & Co., Inc., Boston. . 48 





Spot Cash Insurance Company 

The Spot Cash Insurance Company of To- 
peka, Kan., which started writing business last 
June, is reported to be progressing favorably. 
The company writes health and accident insur- 
ance and in addition, issues a small, 
relief life policy. 

C. A. Leinbach is the president of the Spot 
Cash; L. O. Parr is treasurer, and F. L. Ebey 
is secretary and general manager. Mr. Ebey 
has been prominent in the health and accident 
business for the past twenty-five years. 


immediate 





New Accident Company 

Omauwa, Nes., Oct. 14.—Articles of incor- 
poration for the new Union Pacific Accident 
Insurance Company have been approved, and 
the new company has made application for li- 
cense in Nebraska. It is to write health and 
accident insurance and is to start with a paid-up 
capital stock of $50,000. 





Virginia Field Club Elections 

RicHMonp, Va., Oct. 16—At the annual 
meeting of the Fire Insurance Field Club of 
Virginia, George McG. Goodridge, State agent 
for the Firemans Fund, was re-elected presi- 
dent, and E. R. Booker, State agent for the 
Delaware, was re-elected vice-president. Au- 
brey Young, special agent for the Virginia 


Fire and Marine, was elected secretary, 





Hartford Insurance 


Stocks 


We specialize in Hartford Insur- 
ance Stocks and recommend the 
purchase of Aetna Life Insurance 
Company at present prices. Analy- 
sis of this Company sent on re- 
quest. 


MARKHAM & COMPANY 
Insurance & Bank Stocks 


15 Lewis Street 
Hartford, Conn. 
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Some of the New A:tna Liability Advertising Folders 


The VERY WoRD'‘Liabi/ity”’ implies the need for protection. 
As occasions of liability increase, so must liability insur- 
ance keep pace with the need. For only liability insurance 
can adequately offset the tremendous liability verdicts 


of today. 
The /2tna Life Insurance Com- Furthermore, sales helps are 


pany has met the growingdemands __ freely offered our agents. Folders 


forthislinewithspecial policyforms and booklets together with sug- 
tocoverthevarioustypesofliability. gested letters to different classes of 
The financial solidity of the 


fEtna and its record for prompt 


prospects are provided. 
The AEtna-izer Supplements 
settlement of claims are recognized are a library of underwriting 


wherever insurance is known. information and sales inspiration. 


It Certainly Pays to be an A‘tna-izer 


AATNA LIFE INSURANCE COMPANY 


Accident and Liability Department 
affiliated with 

‘ETNA CASUALTY & SURETY CO. 
AUTOMOBILE INSURANCE COMPANY of Hartford, Conn. 








STANDARD FIRE INSURANCE CO. 
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I am convinced more and more every day 
that I live that people lose more as the result 
of worry than from any other source. Worry 
has caused more people to wind up life a fail- 
ue than perhaps any other one thing. And of 
all the things that I can think of, it is the least 
useful. Who ever heard of a debt being paid, 
a mortgage lifted, children educated, happiness 
secured, or obstacles overcome as the result of 
worry? What good does it accomplish? Abso- 
lutely none. On the other hand, it will do an 
unspeakable amount of harm. There is nothing 
in the world that will so unfit a man for the 
duties of life as worry. 
that it will require a great deal of courage for 
me to write as I should on such a theme as 
this because worry has taken a great deal of 
my life. Therefore, what I shall have to say 
will be from the heart. 


And I must confess 


I know what worry 
Furthermore, I have 
learned that it does not pay dividends. So, 
a few years ago, I resolved to quit worrying. 
I have found that it is decidedly better to let 
the other fellow do the worrying. 


is and what it means. 


And as a 
matter of fact, experience and observation have 
taught me that there is no use for any one to 
worry. If we will all settle our difficulties and 
make arrangements to cross the bridge before 
we get to it, we will soon discover that most 
of our worries are than useless. If 
everybody will transact their business by the 
“Golden Rule,” this thing we call worry will 
soon disappear from our minds. In this article, 
I'do not mean to contend that we should never 
worry at all. That would be almost impossible. 
But I do say without fear of successful con- 
tradiction that we can reduce worry consider- 
ably. Or better still, we can remove the cause. 


worse 











I once knew a man who was involved very 
much financially. He was so embarrassed that 
¥ Le eer 

you could read in his very countenance a story 





By Witi1AM C. Morton 


of woe and mismanagement. It was beginning 


to tell on him. His position was about to be 
forfeited. 
man, uith a good name and a nice family. 
Furthermore, he was a member of a very fine 


family, people who had been successful for 


He was, however, a good, honest 


vears and years. But his business got in such 
bad shape that he was about to lose absolute 
control of himself. He was heavily in debt to 
the banks and one bank in particular. His 
banker happened to know something about what 
it takes to constitute success. He saw that 
the maf was getting worse and worse. So, he 
called him up one day and had him come by 
the bank. 
him into his office and said in substance the 


When he arrived. the president called 
following: “Look here, Mr. Blank, you have 
got to stop this worrying or you will do some- 
thing desperate. 
Quit it. 
heavily involved in debt. 


It is getting you nowhere. 
We at the bank here know you are 
3ut you look at this 
thing just as it is. If anybody should be worry- 
And we are not 
Forget all 
your troubles and concentrate on this 


ing it is we and not you. 
worrying. And why should you? 
about 
thing and we will help you. But if you persist 
we are going to leave it to you and then you 
will have just cause for worrying. If you 


The 


man quit worrying, used the time formerly 


will quit, we are for you to the limit.” 


spent in worrying, in extra effort and finally 
“pulled” through. 
truthfully say that the banker did not do a 


And who is there that could 
worth-while act? This lesson should be ap- 
propriated by every debit man who has ever 
permitted himself to worry the least bit. 


FRETTING Is A STUMBLING BLocK 

that 
The 
debit man who worries is in no condition to 


Fretting and anxiety are the things 


hinder and these are caused by worry. 
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Worry Is the Agent’s Greatest Waste 


Registrar, Life and Casualty Insurance Company of Tennessee, Nashville 


deal with the public as the representative of 
a real good company. ‘The fretful agent will 
fret his policyholders and prospects and cause 
them to be disappointed and discouraged. And 
all debit men should bear in mind that their 
companies not only expect but have a right 
to demand that their salesmen fairly radiate 
optimism and enthusiasm. The debit man is 
employed to spread the great and glad tidings 
of the value and importance of insurance and 
he should remember this thought: “The Other 
Man” will never get the lesson from you if 
you have no better argument than a long face. 
The only result that could come in a case of 
that kind would be disgust. It will be seen, 
therefore, that you owe it to your company to 
not be fretful. And I am sure that I can show 
by the Scriptures that no man who professes 
to be a Christian should worry. The New 
Testament specifically enjoins upon us that we 
“be not anxious for the morrow for we know 
not what a day may bring forth.” Again we 
are taught that the very hairs of our heads are 
numbered. We are furthermore told that God 
looks after the sparrows and the fowls of the 
air. And the admonition closes with this state- 
ment “Are ye not more than many sparrows?” 
And should this not be able to show, even to 
the religiously inclined, that worry should not 
be a part of their make up. If the debit man 
really wants to get ahead in the world, he will 
learn without delay that he can not do so and 
be a chronic sour grouch. 

Another good thought that I consider worth 
while for all men who carry debits is this: 
Worrying “over” a thing will never be able 
to equal worrying “through” it. If you have 
obstacles to overcome, do not worry over them. 
Worry through them. And if you ever expect 


to get through them, it will not be because you 
worry over it but because you worry through 











it. As soon as you meet an obstacle, go right 


on through it. Do not forget this because it 
will help you to succeed. If you have moun- 
tains of difficulty to overcome, just remember 
that there are three ways of conquering it and 
that is this: You must either go over it, 
through it, or under it. And it does not make 
a particle of difference which route you choose. 
The important thing is to conquer it. There 
is no virtue in going around it but it is a mark 
of distinction to either go through it, over it 
or under it. Conquer your obstacles and you 
will find yourself becoming a debit man whose 
services will be in demand. The only man for 
whom “jobs” are actually “hunting” is the 
conquering kind. Learn to conquer and you 
will never have to hunt long for work. And 
when I say “conquer,” I but say that you 
should quit your worries. 

Another reason why debit men should not 
worry is that there are very very few men who 
will have any faith in a man who goes around 
with a mask of worry over his face. Worry 
is the best advertisement that I can think of 
for a man who wishes the world to know that 
he is going down hill. If you wish your com- 
panions and the world in general to know that 
you are a failure, just wear the mask of worry 
and they will soon find it out. And it can cer- 
tainly not be denied that it is a mighty difficult 
And by all 
means, if you do worry a little, do not confide 
too much in people about what a failure you 
are. If you are having a hard streak of luck, 
do not let any one know anything about it. 
Keep it to yourself because they will find it out 
soon enough, anyway. And another thing: Do 
not worry over the job vou do not like because 
some one else will have it before you know it, 
anyway. 


thing to outdo first impressions. 


If you do not like the insurance busi- 
ness, by all 
fact. 
way. 


means do not worry over the 


You will be out of it soon enough, any- 


Can’t Worry AND WIN 

The best definition that I know of for worry 
is this: It is a mental denial of your prob- 
ability of winning. And the man who mentally 
decides that there is no success for him had as 
well quit so far as his permanent success is 
concerned. It is a negative force and a nega- 
tive state of mind is almost next to impossible 
to overcome. Learn to have positive thoughts 
about positive things. Instead of the failures 
you have made think of the successes you have 
made. And if you have not made a success at 
anything, you are not hopeless yet, provided you 
are willing to think about the success that is 
possible for you. If you cannot find any other 
line of thought to engage your attention, think 
of the suffering you are in position to alleviate; 
of the misery that you can help to avoid; of 
the homes that you can help to keep united; of 
the tables you can help to furnish; of the sor- 
row that you can help cthers avoid: of the 
children, yet unborn perhaps, whom you can be 
instrumental in helping to educate; of the sad- 


ness that your insurance will help to dispel; 
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of the unlimited ovportunities that you have 
of growing into a real worth-while citizen of 
your community; of the happiness that will be 
yours when you can be in position to present 
a nice fat check to the widow of the man you 
are now pleading with to take your insurance. 
If these things will not help you to dispel some 
of the worry that you seem to think you are 
powerless to overcome, there may not be any 
chance for you and absolutely none unless you 
rearrange your mental make-up. And this can 
be done if you want to do so badly enough. 
And just remember that one of the best ways 
in the world of dispelling worry is to think 
on things just the opposite. Think of the good 
that you can do and then make up your mind 
to do it. Start out to do all the good you can 
to as many people as you can by doing as lit- 
tle harm as you can and you will be astonished 
at the results you will be able to attain. Try 
it and see. 


Tue CrrcuLaR JouRNEY CaLLep “Worry” 

The debit man who must expect a “reign of 
terror” is the man who constantly worries. If 
you want to enjoy your work and have a little 
taste of what real success and happiness is, do 
not seek it over the worry route because you 
will never find it there. The experiences of 
others verifies this conclusion. Worry is the 
nightmare at the noontime of our usefulness 
and the misery at the midnight of our experi- 
And I would like for you to get this 
You will more often 


ences. 
message by all means: 
succeed in large undertakings if you will worry 
less over little things. Learn to do little things 
before attempting large ones and never worry 
over either. Perhaps the worst objection that 
could be raised to worry is that it keeps us 
from our destination. Worry will take you 
in a circular journey when, by rights, you 
should take a “Bee Line” to the place to which 
you have hitched your wagon. Worry will 
carry you through many swamps of disappoint- 
ments and gloom through which the successful 
debit man should not have to go. If we will 
follow the successful suggestions of this maga- 
zine and others and imbibe the success formulas 
of others who have learned to make a “go” 
of the debit, there will he only one course for 
us to pursue and that is straight ahead. By 
all means, if you are on the road to the station 
called “Success,” do not delay your arrival by 
going in a circuitous journey when you can 
discover it much quicker by going “straight 
ahead.” And whatever, vou do, do not spoil 
it by turning around. Go straight ahead from 
where you are. It will not be necessary to re- 
trace yourself; just start right—right ahead 
from where you are. And you may be sur- 
prised to find out that you are not so far from 
your destination after all. Success can be at- 
tained by traveling in the right direction from 
anywhere provided you start in time. But by 
all means do not delay it too long because there 
is such a thing as waiting too long to succeed. 
Throw off your excess baggage—worry. 

An observation that I have been peculiarly 
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impressed with is the fact that the great major. 
ity of our worries have to do with the mere 
trivial things of life, the things that never 
amount to anything after all. 
most worries down to the very bottom and it 
will be found that they do not amount to any. 
thing after all. And I would certainly like to 
leave the thought with you, if nothing else, 
that these worries consume entirely too much 
time for the good accomplished. They are not 
worth the effort expended on them. If we 
could see any constructive thing come from 
them, it would be different, but that is just 
the point. The time that we spend worrying 
over the small, trivial things could be used to 
write new business, revive lapsed policies, build 
good will and a hundred other things too nume. 
rous to mention. And anyway, why worry 
over these things? Just make up your mind 
to do better when you get another chance and 
you can rest assured that that chance is coming 
if you live. And then thank your lucky star 
for the lesson it has taught you. 


ExpEcTteD TROUBLE SELDOM ArRIVES 

And as a final thought, take this from Mr. 
Van Amburgh, the editor of the Silent Partner, 
and one of the best friends the insurance man 
ever had. His little magazine has perhaps 
done more to inform the public of the value of 
life insurance than perhaps any other maga- 
zine in America, with the exception of the in- 
surance journals themselves. All insurance 
men are indebted to Mr. Van Amburgh. And 
this is the lesson he gives us in his own words: 
“We would all be happier and healthier if we 
could but rid ourselves of the mental and 
physical pains that we bring about by expecting 
trouble. These phantom monsters of worry, 
these harassing and haunting ghosts that dis- 
appear when we confidently tackle them, these 
persecuting parasites, have linked more lives 
with failure than we think.” 





OPPORTUNITY 


Your chance is here right now to get 
in on a direct Home Office contract witha 
Company that’s on the go. 

We have increased our business nearly 
100% each year since 1917 (except for 
one year) bespeaking life in the organiza- 
tion, an excellence of its policies and un- 
failing service to policyholders. 

Our Company is doing business in 
Michigan, Indiana, Illinois, Missouri, 
Kansas, Pennsylvania and California and 
has many good openings for men of 
character. 

Specialized disability protection for 
business and professional people and 
other A, B, and C risks, with a separate 
department for Educational folk and 
Nurses. 

We are not interested in ‘‘shifters’’ but 
if you want a permanent connection, like 
112 of our representatives now have, 
write to the Agency Department with 
full particulars in first letter. 


INCOME GUARANTY COMPANY 


(Stock Company) 


SOUTH BEND INDIANA 
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INDUSTRIAL INSURANCE SECTION 


Hollywood as 


“Celebrities of the silver screen are as splen- 
did risks as the very best that an insurance 
company can ask for!” 

This statement already undoubtedly 
caused several hundred sniffs and several hun- 
dred readjustment of spectacles in insurance 
companies’ offices. “Who’s he quoting, any- 
way?” grumbles Mr. Garrulous, as he thinks 
of all the wild stories he has read in the news- 
papers about that “Hollywood Crowd.” 

We are quoting a man with whom many an 
insurance company official has gone to the mat, 
a man who for twenty years has been cham- 
pioning the cause of the moving picture actor 
and a man who, with his associates on the West 
Coast, handles the insurance of Joseph Schenk, 
Norma Talmadge, Gloria Swanson, Charles 
Chaplin, Douglas Fairbanks, Constance Tal- 
madge, Mary Pickford and—well, his list of 
clients reads like a Who’s Who in Movieland. 
The broker is Arthur W. Stebbins, and his 
associates on the coast are Behrendt-Levy of 
Los Angeles. 

Mr. Stebbins will now address you, he has 
the platform and will talk to you much as a 
supervisor of agencies does to his clan. All 
insurance companies’ officers, medical men and 
investigators, attention! 

“There is more untrue and exaggerated pub- 
licity in the daily press about moving-picture 
actors than any other class of people. Any- 
thing about a moving picture celebrity is read 
avidly by the people of Weeping Waters, Neb., 
and is swallowed hook, line and sinker by the 
residents of the greatest hick town in the coun- 
trr—New York city. A star stubs her toe and 
trips in a hotel and the onlookers put her down 
as tight, the story spreads and in one week 
So-and-So is a ‘habitual drunkard.’ Such is 
the price of fame! Just as some foolish, giddy 
chorus girls have gotten themselves into trouble, 
then later in court or in the press have called 
themselves by the mis-nomer of ‘actresses,’ so 
have many flighty extras—who are usually 
quite unfitted for success on the screen—called 
themselves film stars for the sake of front 

page exploitation in such newspapers that will 
tied at almost nothing for the sake of a sensa- 
tional story. Investigators, in nearly every 
case, should greatly discredit newspapers’ 
Stories about the thespians of the cinema. 
“You have no idea how carefully these celeb- 
ities of the screen have to watch their health, 
for health enharices beauty—and_ health can 
only be obtained from adhering to decent hours 
and clean living. The camera’s relentless eve 
is merciless. The moving picture actors and 
actresses know this only too well, as well as 
they do that their looks and personality are 
their principal stocks in trade. Even if a star, 
or a potential star, should care more for parties 
and good times than her work, the producers 
and directors, whose money is tied up in her, 
won't stand for it, While wild parties and gay 
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a Source of Life Insurance Risks 


By Lronarp Woop, Jr. 


Writ- 
old 


like they were 
regarded in the 


as none of their busi- 


times—never anything 
ten up to 
days by the producers 
ness, they have learned since then that such 
affairs are indirectly paid for out of their own 
pocketbooks through the loss of looks and rep- 
utations of their actors and through unfortunate 
publicity. Any sort of scandal—even divorces 
and remarriages—in which a star figures les- 
sens somewhat that star’s box-office value. The 
stars know, their managements know, that the 
public spotlight is ever on them, ready to show 
glaringly and exaggeratedly the slightest mis- 


be—were 


step. 

“Consider for a moment the few prominent 
moving-picture players who have figured in un- 
pleasant press stories, whether they were guiltily 
involved or not! When an idol slips, he crashes 
—and salaries are too good for the idols to 
take any chances at slipping. Take the case of 
one of the popular comedians ever on the 
screen, the case of Fatty Arbuckle. Even 
though he was cleared of fault and vindicated, 
his career was cut short at its height—and he 
is now out in Hollywood directing under an 
assumed name! Up until the time of the 
Taylor murder scandal in Hollywood, several 
of the young actress involved in the publicity 
accompanying it had before that been exceed- 
ingly popular with the public, but now only one 
of them, Mabel Normand, has been able to 
work back into anything like her former place 
in the starry heavens of filmland. 

“Since the Will Hayes’ administration in 
camera-land, the whole tone of the business had 
been improved. He is a czar that will stand no 
nonsense from his people. 

“Think of the money that big business 1s 
willing to gamble on a star! Their vehicles 
are always along elaborate, expensive lines and 
a star cannot be replaced—nor the leading 
people. These players must be dependable, and 
dependability means character. The actors and 
actresses you see constantly on the screen have 
these qualities or the moving-picture magnates, 
who thoroughly believe ‘business is business,’ 
would not have them around eating up their 





money. 

“One would think these players excellent 
risks for insurance companies, yet there are 
still many insurance companies who make a 
terrific fuss when an application comes from 
a moving picture source. 

“Here are six good reasons why applications 
from people at the top and near the top of the 
moving picture industry should be as welcome 
in the home office of a conipany as an applica- 
tion from a well-known attorney or physician: 

“In all branches of the moving picture 1n- 
dustry, like in other businesses, there is effi- 
ciency at the top. 

“An actor cannot hide dissipation 
of which spell doom—on the screen. 

“Much time is devoted to studying and re- 


any signs 
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hearsing. This keeps Myra Magnificent and 
George Grand busy and out of trouble. Work 
starts in the studio at 9 in the morning and 
ends at 5—business hours. Punctuality is in- 
sisted upon, for if a leading player is late all 
work is delayed and delays, with hundreds of 
extras to be paid, are too costly to be tolerated 
because some star has danced away the wee 
hours the night before. 

“Most big stars are married—and we're told 
that marriage is an anchor to good behavior. 

“Salaries are so high, that, sooner than loose 
these, the celebrities obey orders like good Iit- 
tle soldiers. Many of them even willingly sign 
‘personal conduct’ contracts. These demand of 
the players all manner of things—even to how 
much they can and cannot weigh. 

“A star, like a baseball player, is always in 
training.” 

Another well-known broker who specializes 
in insuring theatrical people is John J. Kemp 
of New York. Nearly all of his clients are 
on the legitimate stage and he tells us the insur- 
ance companies are much more friendly towards 
the people of the theater than towards those 
of the screen. “The actor of to-day—whether 
he be of the screen, stage or vaudeville—is not 
the shiftless fellow of twenty years ago. A 
great many of them own their homes and lead 
sane, normal lives. Health is vital to them; 
education and refinement essential. They are 
willing to carry large endowment policies dur- 
ing their younger working years—policies which 
will take care of them in their older years, 
when their earning power will lessen. I think 
it can be honestly said that ‘the wine, woman 
and song’ days of the theater are now relegated 
to the times of the youth of the older insurance 
company presidents.” 

A few of the prominent thespians insured by 
Mr. Kemp are: Will Rogers, $1,000,000; W. 
C. Fields, $185,000; Vivian Segal, the light 
opera prima donna, $100,000; Ed. Wynn, $200,- 
000; John Charles Thomas, $250,000; the Dolly 
Sisters, $50,000, and Ann Pennington, $40,000. 
None of this insurance is taken out for them 
by their managers as is usually the case in the 
“movies.” 

Clerk’s Mutual Benefit 
Association 

Following the resignation of Harold Herrick, 
former president of the Niagara Fire, from 
the board of directors of the Insurance Clerks 
Mutual Benefit Association, H. H. Clutia, vice- 
president of the Westchester Fire, has been 
elected to take his place. The present officers 
are: President, Charles L. Purdin, deputy 
manager of the Liverpool and London and 
Globe; William M. Tomlins, 


Insurance 


vice-president, 


. Jr., vice-president of the American Surety; 


secretary, William P. Young, of Fred S 
Tames & Company; treasurer, F. D. Denton, 


secretary of the Atlantic Mutual. 
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1926 Edition Now Ready ARE YOU INTE RESTED 
NEW YORK INSURANCE LAW IN NEW JERSEY? 


Annotated 
The Lincoln National Life has been going forward 
By WILLIAM Epwarp BALDWIN in New Jersey. It is making a substantial gain over its 
Edstor, New York Banking Law, Baldwin's Statute Service, Etc. record of 1925. 

_ Agents for the Lincoln National Life in New Jersey are 
This new edition of the New York Insurance Law con- enthusiastic about their connection because of their 
tains all amendments including those of 1926, with opportunities to serve the public through their up-to- 
annotations from Decisions of the Courts to March, the=minute contracts and wide range of risk acceptance. 


1926, Rulings of the Attorney-General and the Superin- 
tendent of Insurance, and an Appendix containing 














Miscellaneous Laws Relating to Insurance (nk UP())wirn Tue () LINCOLN) 
and : 
A Summary of the Requirements Relating in New Jersey 


Saket nae et a eg aren Address Fits 
H. C. LAWRENCE, General Agent 


About 200 pages of new matter 20 Washington Place, Newark, New Jersey 
are contained in the 1926 Edition or 


The Lincoln National Life 


Insurance Co. 
“Its Name Indécates Its Character” 
Lincoln Life Building, FORT WAYNE, IND. 
More Than $435,000,000 in Force 


Every one requiring knowledge of the New York Insurance Law 
should possess this new and complete book 


Over 600 pages, flexible fabrikoid binding, gilt stamped 
Price $7.50 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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Reaching Out 

As a matter of obligation to those who have 
broadened my mind by their articles and for 
the benefit of the men entering the Prudential 
feld, I outline my method of straight can- 
yassing. 

First, I acquaint myself with the community 
and the homes I am to canvass and try to 
memorize some of our policyholders’ names, 
also particulars of recent death claims paid. I 
may say here that I have canvassed with agents 
on different debits. 
call I get the name of the family, the occupa- 
tion of the bread-winner, the number and, if 
possible, the ages of the children, and with this 
information plus confidence in myself and in 
my company I have no trouble to gain an in- 
side iterview by saying to the lady of the house, 
“Now, Mrs. Jones, I would like to ask you a 
question regarding my own line of work. Do 
you deal with Mr. Smith, the butcher?” 

“No, but I know of him,” she may reply. 

“He carries insurance with us, and I suppose 
yor know that his brother-in-law died a short 
time ago and our company paid his family the 
sum of $3000.” 

From the foregoing you will probably per- 
ceive that I do not tell Mrs. Jones my business 
Were I to do so, her answer 
might be that she was too busy or had too much 
insurance now. 


Before making my first 


until I get inside. 


After being admitted to the home I resume 
with, “Now, Mrs. Jones, you know of young 
Brown, the one who was run over while cross- 
ing the street? Our company paid $200 to his 
parents. No doubt, you know of Mrs. Miller 
who lives on Broad street. When she took her 
insurance she said to me, ‘I am paying my own 
way. I do not wish to burden my family at my 
death.” 
You will have gathered that I have now cov- 
ered the subject on the entire family. Mrs. 
Jones’s next remark may he, “I would not mind 
if Mr. Jones would take a policy, for he is the 
one who should carry insurance.” 


While I am in complete accord with her 
views in the matter, my reply is probably some- 
thing like this: “Don’t you think you ought to 
apply for a policy on yourself and take out a 
policy on the children? When I return with 
the policies I will make it my duty to call in 
the evening and talk the matter over with your 


husband.” 

In some instances I get this answer: “No, 
I would like to talk with my husband first, as I 
fear he may not be in favor of it. However, I 
will let you know the next time you call.” 

By this time I have the application on the 
table and say, “Mrs. Jones, you know as well 
as I do that the average man never insists on 
his wife taking the insurance. If you sign up 
to-day for yourself and children, it would be 
tastier to induce your husband to sign up.” 

In many instances, where I have followed 
this method, the wife and mother has remarked, 














Well, I'll just insure the children now, and 
When you deliver the policies, maybe my hus- 
band and T will go in, too.” 


The Sec rare 
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unlimited production. 


rights. 





Reading - Lancaster - York, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 








I have written many cases of this kind and 
on my return have written both the husband 
and wife. 

H. P. Loweecey in 
Weekly Record. 


the Prudential 


The Captain Is the Keynote of the Ship 

“No district can be greater than its man- 
ager !” 

You’ve heard that statement many times, no 
doubt, and there is no question as to its truth. 

The spirit of the entire district, the enthu- 
siasm and determination of the members of the 
staff, depend chiefly upon the inspiration af- 
forded by the manager, just as upon him de- 
pend the training and are 
always necessary to build up a reliable pro- 


discipline which 


gressive assistancy and agency staff. 

In a more complete sense than many realize, 
he represents the spirit of the institution and 
the source from which the members of his staff 
draw their education in the business and the 
enthusiasm which helps them to succeed in it. 
It is not enough merely to see that the dis- 
trict sends in a moderate increase every year 
and gets by on the matter of collections. 

The real manager goes much further than 
this. He does not try to exploit his agents, but 
aids, trains and develops them, remembering 
that out of this human material must come the 
strong men who are to carry on the company’s 
work in the future. 

Don’t be content merely to “get by’—make 
your important and responsible office what it 
should be—a power of strength, a force for 
action, and a fountain head of inspiration for 
every man on your staff. 

Study your men individually so that you 
may develop the latent and talent of 
each man. Make him a true company man in 
spirit accomplishment by setting the 
example yourself. 

An enthusiastic, loyal and prosperous staff 
will always follow where such a manager leads. 
It is a good rule to remember. 

An enthusiastic manager will make an enthu- 
siastic staff—they will catch fire from the fire- 
brand of his enthusiasm and determination of 


force 


and 


purpose. 
Loyalty creates loyalty. 


The manager who 
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is loyal to his own staff will always create a 
response in loyalty from his staff. 
—Colonial News, Colonial Life Insur- 
ance Company of America, Jersey City. 


“INSURABILITY” AND HUMAN LIFE 
VALUES 
Elements Affecting Length of Life and 
Duration of Disability Are Treated 
Comprehensibly and Exhaustively 

Personal insurability depends upon the eco- 
nomic value of the human life. This value is 
less at age 60 than at 30, less in a man with 
heart disease than one without, less in a man 
50 per cent overweight than one whose weight 
is average. 

Human life value is the basic idea on which 
rests the structure of insurance companies that 
write life and health and accident insurance. 

A man whose yearly income is $2000 would 
have considerable difficulty in buying $100,000 
of life insurance for the very simple reason 
that his life does not have a value of $100,000. 

A man who leaves a tuberculosis sanitorium 
to-day, finds himself unable to buy $100,000 life 





Seventy-Five Years Ago 


the Massachusetts Mutual Life Insur- 
ance Company was organized by a group 
of men with unusual foresight. They 
conceived an organization that would 
create a personality of strength and 
friendliness, and conduct its affairs so as 
to win and hold the confidence of policy- 
holders. 


During all these years this institution 
has faithfully maintained the spirit of 
service inaugurated at its birth. To-day 
it ranks with the best companies in the 
country and is known throughout the 
land as 


The Company of Satisfied Policyholders 


Joseph C. Behan, Superintendent of 
Agencies. 


Massachusetts Mutual Lite 
Insurance Company 


Springfield, Massachusetts 
Organized 1851 
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Writing Casualty Insurance 
Fidelity and Surety Bonds 





Home Office: DAVENPORT, IOWA 


Industrial Life and Health 


Insurance Company 
Home Office: 91-98 Walton Street, Atlanta, Ga, 


Insures men, women and children against loss by 
sickness, accident, death, all under one policy 
miums 5 cents to 50 cents per ek. 
JOHN H. McEACHERN, President 
R. H. DOBBS, Ist Vice-President 
S. C. McEACHERN, 2nd Vice-President 
I. M. SHEFFIELD, Secretary 
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THE 
SECURITY LIFE INSURANCE COMPANY OF AMERICA 


O. W. JOHNSON, President 
WANTS: A Field Organizer 
Contract—Salary and Expenses 


WANTS: General Agents and Managers 
Contract—Commissions or Commissions and 
Expense Allowance. 


Only men of experience whose records will bear the 
closest inspection will be employed. 


Address—S. W. GOSS, Vice-President, 
The Rookery, Chicago, III. 




















PIONEER LIFE 
INSURANCE 
COMPANY 





HOME OFFICE 


GREENVILLE, S. C. 


An Old Line Company With 
A New Line of Policies 


JOHN T. WOODSIDE 
Chairman of the Board 


T. OREGON LAWTON 
President 


M. R. WILKES 
V.-Pt. & Treas. 


H. B. SPRINGS 
V. Pt. & Secy. 








GREAT REPUBLIC LIFE INSURANCE CO. 


of California 


Has openings for General Agents, District Managers and 
Local Agents in Missouri, Kansas and Oklahoma. Liberal 
First Year and Renewal Commissions, Up to Date Policy forms 
and Services of Agency Supervisor in development of territory, 

For full information address 

W. H. SAVAGE, Vice President, 
Great Republic Life Bldg., 756 S. Spring St., 
Los Angeles, California. 

Or A. L. HART, Agency Supervisor 
3639 Paseo, 

Kansas City, Missouri 








BALTIMORE LIFE INSURANCE COMPANY 
BALTIMORE, MD. 


WILLIAM O. MACGILL, President 


Agents ‘lesiring to connect themselves with a solid and progressive, yet 
conservative Life Insurance Company, can address S. D. Poweli, Secretary, 
giving references. 

Industrial and Ordinary Life Insurance policies issued upon all attractive 
forms of policies. 




















Ambitious men of sales experience will be interested in the liberal agents 
contracts we are offering. 


Good openings for the right type of men. 
ASSETS OVER EIGHT MILLIONS 
INSURANCE IN FORCE OVER SEVENTY MILLIONS 


THE CAPITOL LIFE INSURANCE COMPANY 


Clarence J. Daly, President. DENVER, COLORADO 


THE PEOPLES LIFE INSURANCE C0. 
Illinois 
| Organized in 1908 


Every Desirable Provision 
Contained in our Policies 


Peoples Life Bldg. 
Chicago 


A Legal Reserve Co. 


Home Office 


SEYMOUR STEDMAN, Pres. 
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or health insurance to-morrow, for the very 
fogical reason that he is unable to demonstrate 
that he is going to live long enough to earn 
anything like the $100,000 he would like to 
place upon himself. : ” 

It is fundamental, as every disability under- 
writer knows, to withhold indemnities for health 
and accident insurance if the aggregate exceeds 
the individual’s earned income. The applicant 
may have $1000 a month income from his 
father’s estate. But if he earns only $500 a 
month, any disability indemnities that he ob- 
tains will be safely inside the $500 which rep- 
resents his earning ability. 

“Insurability” is a new book that will appear 
shortly from the press of The Spectator Com- 
pany, in which the various factors that permit 
human life appraisal have been discussed com- 
prehensibly and exhaustively by Doctor H. W. 
Dingman, medical director of the Continental 
Assurance and Continental Casualty companies, 
of Chicago. Not only has Doctor Dingman the 
double viewpoint of the disability and the life 
underwriter, but he has also the double view- 
point of the insurance mar and the physician. 
Accordingly he has been able to interpret vari- 
ous insurance factors such as hernia and rheu- 
matism as they affect the health of an individ- 
wal and as they affect future life. He has been 
able to correlate insurance literature and med- 
ical literature. 

This work is an exhaustive review of the in- 
surance literature, and it also represents the 
most complete discussion on Prognosis that 
has yet been attempted. Prognosis means a 
forecast of the future, according as personal 
history and physical condition affect it. But 
personal history and physical condition are only 
two of many basic elements that determine a 
person’s health and length of life. 

There are age and sex and weight, for in- 
stance. There are moral hazards and habits. 
There are family history and racial history. 
There are occupation and habitat. Habitat 
means residence in the geographical sense. All 
these elements are discussed carefully and com- 
prehensively in language understandable to the 
average person. 

“Insurability” will meet a long felt want 
among insurance men, both in the home office 
and the field. 

Western and Southern Life News 
G. H. Nampton, formerly supervisor of Divi- 
sion D, of the Western and Southern Life In- 
surance Company, Cincinnati, has received the 
appointment as superintendent of Indianapolis 
North, effective September 20. 
aggressive 


Keen, alert, 
and ambitious, Superintendent 
Hampton has rapidly forged to the front. 


The leading assistant superintendent in ordi- 

















nary net issue for 1926, is W. Curtis, Gary, 


Ind. The leading agent ‘s A. Guba, Gary. Ind. 
Leading districts — which averaged over 
g je ¢ . 

$1000 per man for the opening week of the 


1926 football season were: Middletown, Divi- 
sion A; Granite City, Division F: Grand Rap- 
ids, Division A: Joliet, Division E; South 
Bend, Division D; Wheeling, Division C. 
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PRUDENTIAL NOTES 


New District Formed at Pontiac, 
Mich. 





E. G. HOLLENBACHER IN CHARGE 


Record Made at Greenville, S. C.—Inspec- 
tion at Paducah Brings Excellent 
Results 

The expansion of the Prudential’s business 
at Pontiac, Mich., and neighboring towns has 

made it necessary to establish a superintendency 
at that place. The new district was opened on 
September 13 and is in charge of Edwin G. 
Hollenbacher, who has been advanced to super- 
intendent to fill the created office. He has had 
many years of experience as an assistant. 

A new assistancy has been created at Duluth, 
Minn., to care for the business at that place. 
Agent Harley O. Herring has been selected to 
fill the position. He has progressed steadily 
in the various branches of the business and has 
demonstrated his ability. 

In a two weeks’ effort in honor of the divi- 
sion manager, the Prudential staff at Green- 
ville, S. C., has made a good record. R. J. 
Stowe led in ordinary, with 59 applications, 
which included four wholesale cases. Agent 
Evans led in industrial, with 32 applications. 
The Greenville office was opened July 20, 1925, 
with Thomas P. Haselwood, superintendent, go- 
ing from Richmond, Va., where he spent four 
years as assistant superintedent. 

Three prominent superintendents of Division 
3—P. Larkin of Maspeth; H. Mehlman, of 
Brooklyn Number 6, and C. V. Dykeman of 
Long Island City—rank first, second and third 
in the division and high in the company’s lead- 
ers in proportionate ordinary net increase for 
1926. 

What was probably the best debit inspection 
ever made in the Paducah, Ky., district, was 
that completed by Assistant R. D. Thompson 
during the week of September 20 on the agency 
of J. B. Snider. Collections of 163 per cent 
of the debit, amounting to approximately $250, 
were realized, with resultant improvement in 
the arrears and advance payments on this ac- 
count. In addition to this demonstration im- 

pressive industrial business was procured with 
a number of ordinary applications. 

The Glendale, Calif. district, has as an alert 
staff of ordinary producers as may 
any field. Leadership among such 
competition is no small accomplishment. This 
honor belongs to Agent T. D. Guild, followed 
closely by Agents H. A. Tidwell and H. H. 
Grant, to mention only a few of the men with 
All three agents are high 


and efficient 
be found in 


outstanding records. 


in the Merit Button class and a significant fea- 
ture of their work is that a very large propor- 
tion of their writings is on the monthly income 
plan. 

Two representatives of the Prudential In- 
surance Company of America in Minnesota are 
receiving recognition for their good records, 


> 


I/ 
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in reorganization plans announced from tne 
home office of that organization in Newark, 
Nz J. 

Percy D. Hindmarsh, who since December 8, 
1913, has been attached to the Prudential’s St. 


Paul district, has been named to succeed 
Arthur Devine as superintendent of the Man- 
kato district. Superintendent Devine leaves 
Mankato to assume supervision of a new dis- 
trict in St. Paul, created because of the con- 
tinued growth of Prudential business in that 
city. 

Superintendent Hindmarsh served as an agent 
in St. Paul from 1913 to April 10, 1922, when 
he was promoted to be an assistant superin- 
tendent in the same district. His record has 
been outstanding in this latter position. 

Superintendent Devine, who goes to St. Paul, 
has had a varied experience in his insurance 
career. He began as a superintendent’s clerk 
in Racine, Wis., in 1905, and served in the same 
capacity in Jackson, Mich., and St. Paul until 
January I, 1911. He was made an assistant 
superintendent in St. Paul in 1914 and in 1921 
became superintendent of Kansas City Number 
2 district. In 1923 he was transferred to To- 
peka and later was appointed agency organizer 
at Mankato, this on June 23, 1924. He assumed 
the superintendency at Mankato on January 5, 
1925. 

Both superintendents will assume their new 
duties as of November 1. 


MUTUAL LIFE ISSUES NEW POLICY 


Term Insurance With Automatic 
Conversion 


The Mutual Life Insurance Company of New 
York is now extending the period heretofore 
covered by special term premiums by a com- 
bination designated “Term Insurance with Au- 
tomatic Conversion.” 

This new for the convenience 
of the public is a combination of term busi- 
ness for a number of years (two to five, inclu- 
sive), to be selected in advance, followed by 
a regular plan of insurance to be determined 


arrangement 


at the time of the origina! application. 

The entire contract will be written as one 
policy on the regular plan applied for, carrying 
a rider and indorsement covering the term in- 
surance. By this means the change at the ex- 
piration of the term period is automatic, re- 
quiring no action on the part of the insured, 
other than payment of the premium then due 
for the regular policy plan. 

The term insurance on males between 21 and 
53 may, if desired, contain any of the specia! 
benefits except waiver of premium only, and 
the regular policy to follow will carry the same 
benefits. Without the special benefits the com- 
bination will be issued at ages 21 to 63 inclusive. 

This combination will be issued on female 
lives at ages 21 to 63. No special benefits will 
be issued in the combination. 
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When Things Get Straightened Out: Oh, 
Boy! 

There will a lot of business written 
ever conditions are just right. We 
things are fixed to suit everybody. 

It’s quite a job, but the time may come some- 
time 

The weather is one problem that’s hard to 
adjust, and you’d be surprised how susceptible 
life insurance salesmen are to weather condi- 
tions. What suits one doesn’t suit another, and 
there you are. Some men can’t work in hot 
weather, in cold, 
don’t like to weather the weather, whether it’s 
hot or cold. 


when- 
mean when 


and then again it may not. 


some can’t work and some 


is satisfied there will have 
shifting around so that every 


Before everybody 
to be a lot of 
non-producer will have a territory to suit him, 
most any place but the territory he’s in. 

It will be hard to get policies that every 
agent can sell and everybody will want to buy. 
Some agents can’t write business because the 
perpetual life has a clause in their policies 
that’s a whiz, everybody wants it. These same 
agents know about their own com- 
pany’s policies. 

But the truth is 
to work 


nothing 


that they are not craving 
anywhere. 

Everybody will have to be working at a per- 
petual job with good pay before conditions are 
just right to suit some agents. That condition 
exists right the United States to a 
greater extent than ever before anywhere, but 
step into a district office and listen to the tales 
of woe the non-producers tell. 


now in 


A factory employing a thousand people lays 
them off at about the rate of three thousand a 


week. It’s a hard one to figure, but the num- 
ber of people laid off in some agent’s territory 
is beyond imagination—and 


laid 


computation or 
those who are working now expect to be 
off most any time. 

Even in the best of times there will always 
be somebody out of work, but there is no such 
thing as everybody work, and 
there’s always enough people working who can 
buy life 
selling to them. 


being out of 


insurance to keep every agent busy 

Before conditions are just right for business, 
there will have to be a political party that every 
salesman will adhere to. You wouldn’t think 
that politics had anything to do with writing 
life insurance, but don't fool yourself. There 
agents that business 
coniditions will never be right until we have a 
change of administration, no matter what party 
may be in power. 


are who are convinced 


Men seize on almost any kind of an excuse 
to let up and take things easy. Why, say, 
there’s a fellow up in Chicago who was one of 
the best producers the company ever had, and 
he hasn’t done a darn thing since Bryan died. 
He figured that when the Commoner passed 
away the lights went out, and he’s been moping 
around ever since waiting for the resurrection, 
the second coming of Bryan. 

Yes, sir, it will take quite a while to get 
everything fixed to suit everybody. 


Meanwhile, the sensible thing to do is to do 
your darndest with conditions as they are, and, 
by the way, they are better right now than 
they ever have been, and as good as they are 
likely to be between now and the day you ride 
out to Evergreen, so go get it while the getting 
is good —Western and Southern Field News. 

LIFE INSURANCE TAXES 
Companies in Canada Paid $3,000,000 
Last Year 

Orrawa, CANADA, September 18.—The taxes 
paid by life insurance companies are possibly 
of more direct interest to the life insurance 
policyholder than in the case of fire insurance 
taxes are to the fire insurance policyholder. 

During the year 1925 the taxes on life in- 
surance business in Canada in percentage to 
premium income were in the case of United 
States and Canadian companies a little higher 
than for the year 1924. The following record 
for the year 1925 shows that life insurance 
taxes in proportion to premium income are 
lower than fire insurance taxes: 


Premiums 1925 
and Per Cent Per 
Annuity of Taxes Cent 
Companies Income toInc. 1024 
United States Companies $48,394,842 1.58 1.26 
British Companies 4,133,741 1.36 1.83 
Canadian Companies.... 153,729,597 1577 1.65 

(All business.) 


Taxes 


$768,537 
66,568 
2,732,483 


The taxes paid by United States and British 
companies in 1925 in respect of their Canadian 
business amounted to $835,195. What propor- 
tion of the taxes paid by Canadian companies 
are foreign taxes is not given as a separation 
of expenses between Canadian and foreign 
branches has not been made but it would seem 
safe to say that the taxes paid in Canada by 
United States, British and Canadian compa- 
nies would be $3,000,000. 


WHEN SUCCESS IS A FAILURE 


IHustrating the Value of Monthly Income 
Insurance 
Wiriu1amM T. NAsH 
Don’t blame Florida’s real estate craze for 
the plight in which many a widow finds her- 
self—put the blame on the unthinking husband. 
This is the tenor When 
Success Is a Failure, written by the well known 
insurance educational writer, William T. Nash, 


of the leaflet entitled, 


and published by The Spectator Company. 

In this effective leaflet are set forth the piti- 
able circumstances in which several inexper- 
ienced women formerly having had reasonably 
successful husbands, are now situated because 
of their being left outright sums in cash, 
stead of having been provided with regular 
monthly incomes by means of life insurance. 

Bad investments impoverished these 
women, whereas life insurance yielding them 
monthly incomes would have cared for them 
through life. Every agent can utilize this 
monthly income leaflet to advantage in prov- 
ing the benefits of monthly income insurance, 
will do well to supply their 


soon 


and companies 
agents with it. 
Following are the prices of this excellent 


38 


leaflet : 
100 copies, 
$35; 5000 copies, 


single copy, 10 cents; 
$5; 500 copies, 
$140; 


50 copie 
$20; 100, 
10,000 copie 


6-page 
$2.75 ; 
copies, 


$255. 


Tuesday Group Sessions 
(Concluded from page 25) 
for the London Life, spoke on field education 
through advertising; and at the close of ¢h 
session the casualty group came in, and fof 
branches together listened to Ray L. Hills, 
sistant vice-president of the Great Americap 
Indemnity, accident insurance salg 
and service. The paper presented by Mp 
Hills is fully summarized in another colgng 
of this issue of THE SPECTATOR. 4 
The fire insurance group head R. C. Dre on 
advertising manager of the Boston and Q 
Colony companies, describe the results of 
analysis of avtomobile insurance selling, whid 
he had prepared while himself an agent 
the field. Out of 112 automobiles owners ip 
terviewed, 40 were not insured, 35 had 
been solicited, 5 had dropped their policies, 3 
carried fire and theft insurance, 27 carried firg 
theft, liability and property damage, 10 cam 
ried liability and property damage, and 5 ha 
full coverage. Only 15 knew the name of the 
company in which they were insured, 23 wef 
satisfied with their agent, 63 had no complaint 
on cost, and 9 thought the cost too high. Waygi 
of having the agent help the automobile ows 
were outlined by Mr. Dreher, who said that the 
agent should make the coverage clear, mot} 
issue insurance that is not needed, call om 
policyholders frequently, explain why rates 
vary, help the insured when his car is dam 
aged, and explain the locking device endor 
ment. Mr. Dreher also described the use of 
house organs by agents. Others who took ps 
in the fire group session were H. V. Chapmat,; 
advertising manager of the Ohio Farmers; Cz 
FE. Freemn, advertising manager of the Contie] 
nental: H. E. Taylor, advertising manager fF 
the American Insurance Company; G. & 
Crosby, Jr., superintendent of publicity for the 
JEtna: A. D. Lange, editor of Insurance Pic 
torial: H. F. David, secretary of the Indemnity 
Company of America, and A. A. Klinko, editor 
of the American Agency Bulletin. E, 
The Casualty Group, presided over by Mr, 
Tillinghast, handled discussions on the convene | 
tion appeal, the organizing of casualty adver] 
tising, the development of burglary insurance: 
automobile insurance on te; 
Those who took Patt; 
advertising manager Of 
the Fidelity and Deposit; H. W. Kappher, 08 
Roberts & Walker, Chicago; Sherman 
Drake, manager of burglary insurance devel 
opment for the National Surety, and Georg q 
W. Cahoon of the Sandulak Company at 
Pittsburgh. The casualty group joined the) 
life group for a dual session at the close of its 
own business meeting. During the casualty 
group session Mr. Doolittle described how in 4 
surance men could popularize their work a 
their companies by arranging to have one of 
their number attend lawyers’, bankers’. com 
tractors’ and other conventions, explaining ti 
insurance idea. 


describe 


and the sale of 
time payment plan. 
were S. C. Doolittle, 
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50 copies! 
} 20; 10095 
90 Copii . 
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